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PRODUCT NEWS from AmERIcAN-~Standard 


A review of products in the news and important features worth remembering 
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AMERICAN-STANDARD DISPOSER. A work-saving partner for famous 
American-Standard sinks, this quiet-operating disposer is also ideal 
for modernization as it can be easily fitted in any sink with standard 
drain opening. Has reversible, double-edged shredders of rust proof 
chrome steel, and unique safety top control 














RESTAL RECEPTOR BATH. Here is complet bathing convenience in 
shower stall space. The 12° high Restal, with integral corner seat 
fits a finished compartment approximately 36" x 38". In moderniza 


tion, a closet or similar space often can be turned into an extra 
bathroom with the Restal. [t's made of rigid cast iron with a thick 


particular needs 
For further information on American-Standard 
products see Sweet's Light Construction File. 


enamel coating in white and five color 
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American Radiator & Standard Sanitary Corporation, Dept.NR-123, Pittsburgh 30, Pa. 
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Rusco Prime Windows make possible 
very substantial savings in labor, instal- 


lation time and maintenance. Because 


to mai 
are required 
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and hardware attached—they reduce 
field work and installation time to a 


minimum. 


Tubular construction of hot-dipped gal- 
vanized steel, bonderized and finished 
with baked-on outdoor enamel, plus 
the complete elimination of sash cords, 
weights and balances, assures smooth, 
easy operation and lower maintenance. 


RANSOM ST. APARTMENTS, INDIANAPOLIS, INDIANA is a 1,000 
apartment project being built by the A & W Construction Company, and 
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PRODUCT NEWS from AMERICAN-Standar 


A review of products in the news and important features worth remembering 





NEW-DESIGN PLUMBING FIXTURES. Styled to match the trim, hori 
zontal lines of American-Standard cast iron bathtubs, new-design 
vitreous china lavatories and toilets are more beautiful and more 
convenient than ever. All embody the same top quality that your 
customers have come to expect from American-Standard. 


CONVERTIBLE KITCHEN CABINETS. American-Standard all-steel cabi 
nets are the only kitchen cabinets with interchangeable drawers 
and shelves. You can install an economical package kitchen in the 
homes you build. By adding extra shelves and drawers to the cabi- 
nets at any time, buyers can create deluxe kitchens to fit their 
particular needs 


For further information on American-Standard 
products see Sweet's Light Construction File. 





AMERICAN-STANDARD DISPOSER. A work-saving partner for famous 
American-Standard sinks, this quiet-operating disposer is also ideal 
for modernization as it can be casily fitted in any sink with standard 
drain opening. Has reversible, double-edged shredders of rust proof 
chrome steel, and unique safety top control 








RESTAL RECEPTOR BATH. Here is complete bathing convenience in 
shower stall space. The 12" high Restal, with integral corner seat 
fits a finished compartment approximately 46" x 38". In moderniza 
tion, a closet or similar space often can be turned into an extra 
bathroom with the Restal. It's made of rigid cast iron with a thick 
enamel coating in white and five colors 
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Dept. NR-123, Pittsburgh 30, Pa. 
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Reports from all sections indicate that the bloom 1 7%, above the same 1952 period. Almost 40° of the 
definitely off the boom and that most segments of our total dollar gain over 1952 based on comparisons 
economy have settled down to more stable level. The — of the first 10 month was in private residential 
mortgage market has eased considerably and the &8& building 
O00 October housing starts point to a probable 1.1 
million total for 1953. This figure is considerably be — 
low the 92.000 starts in Saatunalhin and the 101.000 Federal Agency Predictions 
in October of last year Sut the total for the first 10 The | S Departments of Commerce and of Labor 
months of this year is 952,100 only 2°, less than sound optimistic notes about construction levels for 
the same period last year next year. They foresee only a 2%, decline in new 

Since the flow of dollars is the measure of our eco construction expenditures in 1954 from the record 
homuc activity, its interesting to note the dollar out $34.75 billion expected this year to approximately 
lays for new construction as compared with the vol $34.0 billion next year. A mild contraction in private 
ume of units started. While housing starts declined construction is expected but public construs fon IS OX 
in October, expenditures for all new comstruction hit) pected to remain about the same. These predictions 
$3.2 bilhon, comparing favorably with the previou assume no great change in the internati oad ituiation 
month's expenditure and setting a record for the and continuing high employment and per nal oon 
month of October come, but a slight easing in the general economy and 

During the first 10 months of 1953, expenditures some rise in unemployment. They anticipate about a 
for all types of new construction totaled $29.1 billion, million new nonfarm housing starts (including 25.000 
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Model G47 with attached 
carport Mobile, Alabama 
Bb. J. Carpenter, Basler 





...for a SOUTHERN point of view 





Richard B. Pollman, noted residential designer of Pollman 
Homes, has designed a line of houses specifically suited to 





Southern and Gulf Coast areas. The ground hugging lines and 
livable floor plans are outstanding examples of contemporary 
Southern styling. Awning type windows, deep overhanging 
eaves and louvered sliding closet doors are some of the special 
climate control features included for comfortable and gracious 
Southern living. Many models are designed to accommodate 
air conditioning. 


Constructed of the finest building materials available, these 
Southerner Line houses are factory assembled in Collins, 
Mississippi. They meet building codes throughout the South, 
and are acceptable for both G. I. and F. H. A. financing 


ular L-type floor plan features 4 bedrooms, 


If you are a Southern builder or an investor who would like entrance hall, 1042 teet of floor space. Lett ot 
, i , . right hand floor plans available, as well as alter- 
more information about the Southerner Line, write to Pollman 
nate orientation wath living room to front or at 
Homes Southern sales headquarters in Jackson, Mississippi ide. Several distinctive elevations—make this 
If you are a builder in other parts of the United States, write Pollman Home ideal . the tame “ who wants 
- oan . i = to concentrate on one msic four plan yet avoia 
care of Toledo, Ohio. We will be glad to have a local factory that “peas in a pod” look 


representative call at your convenience. 


lit, 

7A ei 66 DIFFERENT SOUTHERNER VARIATIONS 
3 AVAILABLE IN 
s 


rF=3< 
THE THYER te MANUFACTURING CORP. Aictoms Georgia == klohomea 


2850 Wayne St. 418) E. Pearl St., Dept. 1 Arkansas Lovisiana South Carolina 


Toledo 9. Ohio Jecksen, Miss District of Maryland Tennessee 
See : 5 : Columbia Mississippi Texas 


Florida North Carolina Virginia 
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@ - Complete Unit — Double Faced Sign and Standard 
@-No Assembling Necessary — Ready to Use 
@-Very Easy to Install — No Tools Needed 
@- The Highest Grade of Workmanship 

@ —Built to Last 


- 
~~ 


tes He @ - Priced Exceptionally Low 
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Thorough testing under sever- 
est conditions has proved the 
high quality and durability of 
the Setlich Uni-Sign. Now, brok- 
ers everywhere are proving its 
sales effectiveness in the field. 
Uni-Sign defies comparison with 
conventional signs in both price 
and construction. 


Write today for our brochure 
v “giving prices and full details. 


1200 & LACLEDE STATION BOA0 
) Louls 19 mo 


wrPuBiN” base 
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REALTORS 
DO YOU WANT TO SAVE TIME? 
DO YOU WANT TO SAVE MONEY? 


Then by all means let us help you. We 
are able to supply you with occupancy 
maps of the downtown retail business 
districts of 226 principal cities located 


throughout the United States. 


USE OUR MAPS AND YOU WILL 
PREVENT UNNECESSARY 
TRAVEL! 

Maps of 


America’s Most Colorful 
Shopping Centers 


The most widely consulted real estate 


reference Atlases in America 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight St. Springfield 3, Mass. 
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public). adequate mortgage funds, and little change 
in building costs. 

The two agencies say private spending for new 
dwelling construction may be under this year’s vol 
ume by about 7%. but that dollar outlays for home 
improvements may advance by almost a fifth. This 
reflects the great need for up-grading our housing in 
ventory by expanding the sizes of inadequate one- and 
two-bedroom homes and rehabilitating our declining 
neighborhoods 


Housing Committee Is Serious Business 


On the surface, things appear quiet on Capitol Hill 

but behind closed doors the President's advisory 
committee on housing is meeting almost continuously. 
Realtor members who took time off to attend the Los 
Angeles convention of NAREB brought “home work” 
with them. Pointing up how hard this committee is 
working, Al Summer, Teaneck, New Jersey. told 
JouRNAL editors at Los Angeles that he has never 
worked more intensely than he has on this committee 

HHEFA’s Al Cole says major decisions from the 
committee will be forthcoming in early December 
President Eisenhower has included housing in the 
seven items he will discuss with Republican congres 
sional leaders December 17-19 at their White House 
conference. Other scheduled items which apply di 
rectly to the real estate and home building industry 
are labor law changes, federal fiscal policy, public 
housing and slum clearance 


FHA Appraises Itself 


One of the few government agencies which is pay 
ing its own way, FHA will celebrate its twentieth 
birthday next spring. But Commissioner Guy T. O 
Hollyday, speaking before the Miami Beach conven 
tion of the Mortgage Bankers Association, says he 
doesn’t believe it has anywhere reached its full meas 
ure of usefulness. Not only is FHA in good financial 
shape, but it has repaid to the Treasury well over half 
its original $85.5 million capital investment. Holly 
day expects to have it all repaid with interest 
by next June 30. Remaining reserves will be around 
$300 million. Objective is to keep FHA reserves suffi 
ciently high so that during a depression FHA can go 


| into the market if desirable and voluntarily retire 
| many millions of dollars worth of debentures, there 
' by helping to stabilize the value of the debentures 


held by lending institutions. 

Hollyday says FHA can be more realistic in the 
field of old houses. “I believe the stability of the mort 
gage and real estate market would be definitely en 


ABOUT THE AUTHORS 
4 4 4 ‘ 


me le ARNOLD is a man with many 

; interests, which may account for his 

varied career. He has been a high school 

principal in West Virginia, a_ booking 

agent for a lyceum bureau in Cleveland, 

a teacher of salesmanship and public 

speaking in Minneapolis, and a direct-mail 

advertising salesman in Ohio, Illinois, and 

Michigan. Since 1940 Mr. Arnold has 

been selling real estate in Toledo, and has, 

somehow, found time to publish a_ book, 

“How to Close In Selling Homes,” the 

first chapter of which appears in this issue 

under the title, “Tips For Clinching 

Sales.” His hobbies are music, golf and writing but he 

spends much of his time doing research in the social studies, 
ind his greatest delight is his private library 
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couraged by treating mortgages on existing and new 
houses alike Families who want to live in older 
houses should not be penalized by a lower retio loan 
when the value is there. 

FHA is working hard to reduce the backlog of pend 
ing approvals on proposed technical advances. It is 
taking a critical look at its number systems and all 
the gadgets in its statutes in order to bring the insured 
mortgage plan back to the simple premises on which 
it was originally based ratio of loan-to-value and 
analysis of borrower. property and transaction, Hol 
lyday says 

Other things the FHA is eyeing critically are more 
realistic mortgage ¢ eilings for elevator-ty pe structures 
in metropolitan areas, the improved design and low 
ered costs of prefabricated homes. the nonwhite hous 
ing market, and neighborhood conservation. Sum 
ming up the outlook, Hollyday says. “The total pu 
ture looks good to me.” 


Another Realtor Heads MBA 


Again the Mortgage Bankers Association elected a 
Realtor as its national president. William A. Clarke 
president of the W. A. Clarke Mortgage Company 
Philadelphia, was chosen to succeed Realtor Brown 
8 Whatley. president of the Stockton. Whatley. Da 
vin & Company in Jacksonville, Florida. Clarke ha 
been prominent in the mortgage industry and the 
association for 25 years. He has served in numerou 
federal capacities and is a popular speaker on real e 
tate financing 


Raising the Roof 


“Rapidex.” a new system of Haydite concrete se 
tional slabs for roofs and floors is announced by the 
Spickelmier Company of Indianapolis. Indiana. In 
dividual blocks. the component parts of each unit 
slab section, are made of coarse and fine Haydite 
aggregate and Portland cement. The Haydite con 
crete in these units has a compression strength of 
3,000 pounds per square inch after 28 days, and 
eight-inch Rapidex weighs 42 pounds per square 
foot, the manufacturer states. Rapidex is made in 
lengths up to 29 feet and is delivered ready for use 


Patterned Plywood 


Douglas Fir Plywood Association of “Tacoma. 
Washington announces “Texture One-Eleven” an 
exterior type fir plywood made with waterproof glue 
The panel is %, inches thick, rabbeted at the edges. 
and comes in two widths 16 inch and 32 inch. It 
is made in 8 foot and 10 foot standard lengths, but 
shorter lengths are also available. Parallel grooves 
14 inch deep and 2/8 inch wide make a vertical line 
pattern on the panel. 


New Tempered Glass 

A new “Herculite” tempered glass is announced 
by the Pittsburgh Plate Glass Company. The new 
“Herculite” glass is designed for use in all-glass doors 
and store fronts. The manufacturer says it will not 
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Pays for Itself in 
Maintenance Savings... 


REYNOLDS 
ALUMINUM 


Reynolds Aluminum Windows are a 
od « xample of the superior invesiment 
tlered by rustproof aluminum. The 
ost of painting and repainting ordinary 


windows, totalled over the mortgage life 


a building, can equal the original 
ist of aluminum windows. After that 
reak-even point, your maintenance sav 
zs continue as profit. Initial cost is 

by far the lowest of any 
proof metal. Write for literature 
: standard Reynolds Aluminum Build 

Products listed below. For curtain 

valls, acoustical system, insulation, 

roofing and siding materials write 

Reynolds Metals Company, Building 

? Division, 2016 South Ninth 
| lle 1, Kentucky 





REYNOLDS Lifetime ALUMINUM GUTTERS AND DOWNSPOUTS 
ROOFING AND SIDING * NAILS * FLASHING 


REYNOLDS ALUMINUM RESIDENTIAL WINDOWS 


(Casement, Awning, Double-Hung, Fixed and Pic- 
ture Windows; also Screens, Storm Sash and Doors) 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 
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SILK SCREENED 


PROPERTY AND FOR SALE SIGNS 
that Stand Out — Stop ‘em — Sell ‘em 


There is only ONE BEST of anything — You're no doubt paying for the best. 
Why not have it? Why not try MOORLEE? 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hand — Also 
available through many local REALTY BOARD OFFICES. 
WRITE US ABOUT OUR BOARD DISTRI- 


SECRETARIE BUTION PLAN NOW IN OPERATION 
SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 


FREE DESCRIPTIVE FULL COLOR 

LITERATURE AND PRICES SENT TOO SMALL 
AT ONCE NONE TOO 

emer iain LARGE 


NO ORDER 


MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD., BEVERLY HILLS, CALIF. 
BKadshaw 2-357 1 


CRestview 5-1215 











LONG 
TERM 
LEASE 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil 


ity and outstanding security 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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solarize and it offers a wide range of design possibili 
ties in that decoration may be in permanent fired-on 
ceramic colors or by sandblasting 


Prefab Previews 


National Homes Corporation of Lafayette. Indi 
ana announces new “Custom-Line” houses designed 
by Charles M. Goodman. They are available in two. 
three. and four bedroom sizes with bath-and-a-half 
or two full baths. and with or without basement. All 
models may be ordered with complete air condition 
ing. Kitchens have full wall cabinets and a lazy 
usan corner pantry unit. A utility area, adjacent to 
the kitchen, has space for washer and dryer. Bed 
rooms feature floor-to-ceiling closets. Picture win 
dows with casement ventilators on either side, and 
floor-to-ceiling windows with ventilating louvers are 
aluminum with aluminum screens 


P & H Homes, Harnischfeger Corp. of Port Wash 
ington. Wisconsin announce their new line of pre 
fabricated homes with the “Pioneer” model. The 
1100 square foot. four bedroom home will be built in 
flat roof, hip roof. or gable models. The “Pioneer” 
features full bath, powder room. “built-in” drawer 
chests and closet walls. and extra hall linen and 
guest closets. A folding match-stick bamboo curtain 
ona ceiling track, makes the dining room part of the 
kitchen, living room, or open. The 28 by 44 foot 
Pioneer will be followed by two and three bedroom 
models with basement or “all on one floor” utility 
room models 


Advantageous Addition 


A new vacuum breaker has been added to Thrush 
Pressure Tanks manufactured by H. A. Thrush and 
Company of Peru, Indiana. Admiting air quickly. 
the vacuum breaker speeds draining time of hot 
water heaters. This added feature will not add to the 
cost of the Thrush Pressure Tank 


Fancy Rigging 

Sheppard Diesels of Hanover, Pennsylvania are 
offering a new rig for earth moving that they claim 
cuts costs three ways. The rig, offered as a unit. 
includes a front end loader and a rear mounted back 
hoe on the Sheppard Industrial Tractor, both hydrau 
lically operated. The back-hoe works down to {( 
feet deep and has a capacity of 15 to 30 yards per 
hour in average soil conditions. The loader lifts up 
to 5.000 pounds at a scoop. All power is supplied by 
a diesel engine saving an estimated 75°% on fuel 


costs 


Lazy-Susan 


Columbia All-Steel Kitchens, Burbank. California 
have introduced a new lazy-susan cabinet. The cabi- 
net, which does not have a center pole, has two re 
volving shelves, each 20 inches in diameter. The 
upper shelf can be raised or lowered three inches for 
additional flexibility. 


Polite Peep-Hole 


Danca Products Corporation of New York is thy 
manufacturer of a patented peep-hole which can 
be installed easily in the door of a home. It has a 
wide angle lens to give a full view of visitors without 
opening the door, A small noiseless metal shutte 
moves silently and closes by gravity 
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“| watch the woman's point of view,’ 
says builder Dan Ostrow, “and in my 
Carroll Knolls development at Silver 
Spring, Maryland, I made a test. I gave 
prospective home buyers their choice of 
either a kitchen equinped with a fuel-type 
range, or one equipped with an Electric 
Range. Out of the first 25 buyers, 22 chose 
7; electric—and within three weeks the three non- 


electric buyers had changed their minds.” Vv 





A “We've found that potential home buyers arc 
interested in electrical equipment,” says Mr. 
Oscar Dreisen of Dreisen & Freedman, Silver 
Spring, Maryland. “We know that because 
there were traffic jams when we opened 
our model house, and fifty houses 

were quickly sold. Naturally we 

include Electric Ranges in the kitchens, 
because these are electric homes.” 


| NEIGHBORS OR NOT... 


they're close together on Electric Ranges! 


— 





® New home building is a competitive business, particularly in 
the same community. So when two builders feature the same 
equipment—an Electric Range—that means they recognize its 
importance in clinching the sale. Alert builders everywhere 
have recognized that a large percentage of home buyers prefer 
this type of range. Builders use its features to help them sell, 
because it is both economical and easy to use, and assures a 
clean, cool kitchen. No matter what type of homes you build, 
the modern Electric Range can help you se// them better, too! 


More builders every day 


ee'™'2'"S ELECTRIC 
RANGES 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 


homes includes electric refrige rator, ¢ lectric dish 155 East 44th Street, New York 17, N.Y. 
washer-sink with food waste disposer, and ven- 





Kitchen equipment in the Dreisen & Freedman 






And th > Lik il th ; ADMIRAL ° BENDIX ° COOLERATOR «+ CROSLEY « DEEPFREEZE 

tilating fan. And the range Ike a the other FRIGIDAIRE GENERAL ELECTRIC a GIBSON je HOTPOINT ‘ KELVINATOR 
; ' 

cquipment—of course, it's FLECTRIK MAGIC CHEF ° MONARCH ° NORGE -« PHILCO le WESTINGHOUSE 
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Open Forum For Your Legal Problems 


Dear Mr. Anderson 


A party engaged in the auto 
motive sales industry called us and 
tated that he was interested in a 
location consisting of 24 lots for 
the purpose of building a car sale 
and service center. He authorized 
us to offer the owner $70,000 and 
said he would write a check for 
thatamount. He was not acquaint 
ed with owner of said lots. 

We contacted the and 
he said that he did not believe he 


owner, 
was interested in selling same, but 
asked us what we thought they 
were worth. We said $70,000 and 
he said he had appraised them 
himself at about S60.000. We then 
went back to the auto dealer and 
he said “let’s get together with 
him and see if he will take my 
offer.” We went with him.’ intro 
duced him to the owner and the 
owner said he would give the mat 


ter consideration on the basis of 


the $70,000. offer. 

The next thing we 
discovered that they 
together without us, and made a 
deal to form a corporation, the 
auto dealer agreeing to build the 
building and the owner of the lots 
to furnish the ground 

The point is that the auto dealer 
would never have known about 
this location. unless, because we 
had first told him about them. be 
fore he made the offer and also 
did not personally know the own 
er. We feel that we are entitled 
to 5% commission on the basis of 
one-half of $60,000, the amount 
the owner valued the property at 
We have no written agreements, 
this being only verbal. The auto 
dealer refuses to consider that we 
are entitled to anything. 

M. J. Bidlake 


sillings. Montana 


knew we 


had 


gotten 


A broker ts entitled to his com 


Add up all the costs! Inexpensive PlyScord® grade 


Douglas fir plywood actually saves you money 
better construction, too, FHA now accepts 


Means 


a” plywood 


rafter span. Big panels cut application costs by 
25°) and more. Plywood reduces waste, requires fewer 


nails, Easy to cut, fit, fasten. Fir plywood is the perfect 


base for finish roofing. Dollar for dollar, practical ply- 


wood out-values them all. 


® Douglas Fir 
Plywood Assn., 
Tacoma, Wash. 


AMERICA'S 


Douglas Fir 


BUSIEST BUILDING MATERIAL 
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mission if the seller makes a deal 
on substantially the list price, but 
not if the seller makes a deal en 
tirely different from the list price 
In such a case, while the broker 
is not entitled to a commission, he 
is entitled to a reasonable compen 
sation for his services. It seems to 
me that in this case the seller made 
a deal entirely different from that 
which was contemplated. I once 
gave the following illustration of 
this rule. A seller listed a six-flat 
at $60.000. The broker introduced 
a prospect who was a charming 
blonde. She got together directly 
with the seller, married him and 
got the building in a marriage set 
tlement. This deal was entirely 


different from the one contem 
plated. 


Dear Mr. Anderson 

Your article “Call the 
(JournaL, May 1953) 
intriguing, suggestive and served 
as a reminder of the proper form 
of a sales agreement. I find that 
we do or plan to do all the things 
that you suggest for your 
form, with one exception 

It is our conviction that) such 
an agreement should contain no 
reference to the broker’s commis 
sion. That is a matter of contract 
between the seller and the broke: 
to which the buyer is not a party 
In our opinion, the question of a 
commission should be 
a separate document or in a letter 
fully setting forth the terms 

Freas B. Snyder 
Upper Darby, Pa 


Next 


Case” Was 


long 


covered Ith 


1 am glad to see that at least one 
broker in the United States appre 
clates that a reference to the broh 
ers commission has no place in 
the real estate sales contract. When 
I revised my form of contract 1 
omitted it. There was such a howl 
raised by the probers that the pub 
lisher insisted upon putting it bach 
in again. Our correspondent as 
signs the correct reasons why such 
a provision should not be in the 
contract. 


Dear Mh 


I read your article concerning 


Anderson 


a broker who had an exclusive on 
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a certain property and showed it 
to a client who did not buy. Later. 
when the exclusive had expired. 
this same client bought the prop 
erty directly from the owner. Ac 
cording to the article. the broker 
cannot collect his commission in 
this case. even though he worked 
with this particular client and did 
all a broker can to sell the proper 
ty. This is not clear to me 

Suppose a broker did not have 
an exclusive at all? In my opinion, 
if a broker shows a property to a 
chent, works with him. negotiates 
with him. and then this prospect 
directly to the owner and 
makes a deal later. the broker is 
still entitled to his commission 
Why should the broker who had 
the exclusive be in a worse posi 
tion than if he had no exclusive 
at all? 


10eE 
POCS 


Henry Kopp 
Chicago, Ilimois 


This letter refers to an item in 
which I said that the law “proba 
bly” is that when an exclusive ex 
pires, the broker is through, and 
the owner is at liberty to sell to a 
prospect submitted by the broker 
mithout liability for 
I think its a reasonable rule of 
law, because if an owner gives you 
60 days within which to sell the 
property, and you accept the list 


commission 


ing, there is no reason why the 
owners liability should continue 
after the 60 days no matter hou 


hard you have worked to sell the 
property. This is particularly true 
since you may provide in the ea 
clusive that if the owner sells the 
property to a prospect submitted 
by you within a specified time, 
you will still be entitled to your 
COMMISSION Kxvcept in a_ feu 
states, which prohibit such a pro 
vision.) LT am assuming that the 
owner ts acting in good faith and 
has not stalled the deal along in 
order to make a direct sale 


Dear Mr. Anderson 


“Relative to your item on Sur 
veys in Real Estate Transactions: 
Buffalo has for years, in its stand 
ard contract and purchase offer, re 
quired the seller to furnish the 
buyer a survey ‘showing the prem 
ises and the location of all build 
ings and improvements thereon’. 

“We have found this to be a very 
satisfactory and not a 
controversial issue.” 

Robert W Hopkins 
sulfalo. New York 


clause 
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Projectograph has the SALES IMPACT. 
of tomorrow’s color television—today 


Used by 
major companies coast to 


coast for point of sale 
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at $169.50. Audio-visual models start at $495, Ask for free demonstration! 
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Over 100,000 Texas State Fair visitors stood in line 

for hours to view the premiere of the dramatic new 
“RANGER” by National Homes at Dallas, October 10-25. 
And their enthusiasm for this utterly different home 
was overwhelming! They saw a wonderful new design 
for abundant, relaxed indoor-outdoor living in any 





region created by the world-famous architect 
Charles M. Goodman—and thousands were 
ready to buy, right now! 


What Happened at DALLAS Can Happen in YOUR CITY! 
Act now to offer National’s spectacular new 1954 line 
of homes in your market... including complete ait 
conditioning for any model at unbelievably low extra 
cost. Your area may be available. Write or wire today. 
(LEFT) Opening nger’ at Texas State Fair 

Lt r James > » President, N nal Homes 

Hon. Ben Ramsey 

Architect Charles 

(BELOW 


nspect the 


BETTER HOMES BUILD A BETTER AMERICA 


® 
» 
G4 OmMmES 





NATIONAL HOMES CORPORATION 
LAFAYETTE, INDIANA + HORSEHEADS, N. Y. 
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A Job For All of Us @eeeeeeeveveeeeeeeeee2 ¢02e02eee2e20202020280280808080808 


T'S A FINE THING TO TALK ABOUT, but it isn’t practical, 
said the Realtor across the luncheon table. He had been di 
cussing slum rehabilitation and redevelopment. There weren't any 
slums in his town. If there were, the local officials wouldn't do 
anything about them, Owners of substandard property would 
block any rehabilitation move. And furthermore, how would re 

habilitation benefit him? 

Probably the greatest obstacle to the success of the Build 
America Better movement is lethargy like this from Realtors 
of all people. This fellow can’t see beyond his nose. He thinks 
anything resembling slum rehabilitation is for the people in the 
three or four largest cities of the land to brood about. It is none 
of his concern. 

Actually. all of us have a stake in this great movement. Let's 
see why. 

First of all, it isn’t confined to what most of us think of as slums 
It is concerned with blight. and blight is spreading across the land 
It’s in small towns and large cities. More than 20°, of our 40 
million non-farm homes are substandard, either unsound struc 
turally or lacking in basic sanitary facilities. Decay is an insidious 
thing. and unless a determined effort is made to combat it, we 
can expect it to increase 

Second, blight is concentrating im the core of many cities 
causing a migration to the suburbs. This in turn is causing every 
property owner in those areas to bear a heavier-than-ever tax load 
with less and less promise of revenue. There is an opportunity for 
us Who are in the business of land and property ownership to ré 
claim much of the land on which hopeless housing exists, and to 
put this land to newer, more valuable uses 

Fritz Burns, chairman of NAREB’s Build America Better com 
mittee, suggests eight ways that the job can be done. ‘They merit 
repeating here 

1) Strictly enforce city ordinances that require property ownet 
to bring neglected structures up to adequate, reasonable, modern 


housing standards 2) Demolish structures unfit for rehabilita 


tion 3) Systematically improve schools park streets, and 
Publisher other municipal facilities +) Replan and rezone older neighbor 
Sides i, Cerieeen hoods for healthier, more livable neighborhood environment 
>) Acquire and remove structures and land which prevent carry 
Editorial Director ing out a neighborhood conservation plan 0) Attract invest 
Rate H. CLEMENTS ment in new construction, as well as in rehabilitation and mod 
ernization, through specific federal income tax incentives 7 
Improve credit facilities for property owners in) conservation 
neighborhoods 8) Improve credit facilities of municipalitie 
Managing Editor through federal insurance of municipal neighborhood conserva 
Rocer C. LAKEY tion bonds 
suilding America Better is no idealistic scheme. It is a practical 
crusade to improve all of the facilities of our cities, to ard in the 
prosperous growth of our communities, and to help curb crim 
and disease 
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Realtor Convention Stresses 


By BOB FAWCETT, Editor 


Financing shows signs of loosening, Build America 
Better program seeks grass roots level, secondary 
mortgage market is prime objective, construction 
outlook is good, real estate sales 13°, ahead of last 


year, but it will take good, hard selling in 1954 


1. Secretaries Council starts off the week-long parade of luncheon 
meetings in the Los Angeles Room of the famous Hotel Statler 


with its “Get acquainted” Membership Luncheon on Sunday noon 


2. Fritz Burns (right) sparks his Build America Better panel with 
15 sixty-sccond reports on rehabilitation progress from as many 
cities. Sam G. Russell, at the panel rostrum, reports on Denver 
3. Between sessions, delegates eagerly scan brokers’ displays in 
the Biltmore Hotel for new ideas. Paul McCord, Fred Tucker, 


Jr. ond Fred Tucker, Sr. chat with fellow Indianapolis Realtors 


1. Brokers gather for a group photo with NIREB president Walter 
Dayton (fifth from left) after their popular market council panel. 


Donald T. Pomeroy (ninth) moderated the idea-packed meeting 


5. George W. Merck, outstanding manufacturing chemist, Rah 
Way, New Jersey, receives the SIR Industrial Award from 


Walter Schmidt, substituting for Eric Johnston, award chairman 


6. Russell Doiron, Baton Rouge, new president of the Institute of 
Real Estate Management, jokes with Pittsburgh's Stanley Arn 
heim, 1953 IREM president, during one of the banquet meetings 


7. NAREB'S new president, Ron Chinnock of Chicago, points out 
to Ed Mendenhall, High Point, North Carolina, highlights of the 
post convention program in Hawati. Homer Martin and W. D. 
Sleeper, convention delegates from Decatur, Hlinois, listen eagerly 


' Sriveinng 





... Better Selling 


T was a bread and butter convention. The 46th 

annual meeting of the National Association of 
Real Estate Boards November 8-13 was NAREB’s 
largest. Held last month in Los Angeles, a city which 
embraces magical real estate development within its 
sprawling boundaries of 413 square miles, more than 
3.200 Realtors gathered to seek ways and means to 
improve their business methods. And. more than ever 
before, they got answer not from. spotlighted 
speakers on the rostrum. but from fellow Realtors 
who jammed early-morning meetings to exchange 
ideas on everyday problems 

General sessions featured such speakers as Colum 
nist George Sokolsky. air line president William Pat 
terson. HHFA’s Albert Cole. Actress Mary Pickford. 
but they took a back seat to the bread and butter 
meetings discussions that included everything 
from telephone techniques to whether a bank should 
be included in a shopping center. The average con 
vention delegate, confronted with 206 different ses 
sions to choose from. still found time in five days to 
take tours of the city and its environs. to witness the 
fabulous home building boom, and to take in the glit 
tering night life along Restaurant Row and the Sun 
et Strip 

But there was one principal thought in the minds 
of most delegates: “Hlow can we do a better job in 
19542” This vear had gotten off to a bad start. but 
was ending up 13%, ahead of real estate sales in 1952 
It was requiring more merchandising know-how and 
it would take even more next year. This keynote was 
ounded by a variety of speakers. but typical was the 
comment of Frank Lovejoy of Socony Vacuum Oil 
Company: “You thought as long as you were making 
money you were good merchandisers. But you've for 
gotten about the buyer and what he wants. You think 
we're just waiting to buy. That's not so. You've got 
to merchandise.” 

Almost gone from the convention scene were the 
vitriolic attacks on public housing. rent control, and 
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Demanded for °54 


other government interference, Delegates and speak 
ers alike reaffirmed their stand against federal con 
trols and they were ready to take more positive a¢ 
tion. That action resolved itself in more backing for 
the Build America Better program 

Foundation for the Build America Better plan had 
been laid over the past two vears. Now, Fritz Burns 
chairman of the committee, wanted to get the plan 
down to the grass roots lt was a way to Slop talk of 
federal slum clearance and more public housing 
Certainly, such a program would enhance the value 
of communities. But was such a program workable? 
\ panel of experts told how it could be done and 15 
Minute Men told how it had been done successfully 
in their cities. There were even on-the-spot example 
JSurns had moved a 40-year-old rehabilitated home 
to a site near convention hotels. It had been a mon 
strosity. Now it was a modern. livable home. It gave 
the delegates ideas 

Charles Shattuck. NAREB president, outlined thi 
three-pomt program 1 fehabilitate every older 
house which is substandard yet structurally sound 
and in the right location Bild enough new hou 
my so that a urplu is created and everyone can 
move up a pep or Iwo >) Systematically raze and 
remove from the bottom of the housing 
KO0.000 to 400.000 


miventors 
junker and haan dwelling 
veal 

A problem still prominent among delegates wa 
me hall of the 


because of at 


financing. In one panel discussion 
speakers said they were losing sale 
There was indication that mortgage money wa 
loosening. Walter Dayton, president of the Broker 
Institute. reported these finding 1) Growing im 
provement in the home financing situation. 2) De 
mands for heavy discounts on VA guaranteed loan 
are beimg reduced. 3) Savings and loan as ociation 
ilistne 
The marketing panel rep ried meortgave rates firm 


varticularly are becoming more re 
| 


a >" minimum and some region reporting f' a 
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Realtors took the first step in organizing the 
Society of Real Estate Counselors during the 
NAREB convention. Members will be those 
who made a business of advising on real 
estate problems. Realtor Roland Rodrock 
Randall, Philadelphia, was elected as the 
provisional group’s first president. 


NAREB directors approved the formation 
of the new society subject to future approval 
of bylaws to be developed. The group will 
eventually affiliate with NAREB. Major ob- 
jectives — certification of competent real es- 





Realtors Form Counselors Group 


tate counselors, advancement of selling ad- 
vice and unbiased opinions as a professional 
service, maintenance of ethical practices, and 
promotion of technical aids for its members. 


President Randall discontinued his exten- 
sive real estate brokerage and property 
management business in 1952 in favor of 
rea) estate counseling on a fee basis, when 
the demand of his clients became increasing- 
ly intensified in the field of appraising, 
consulting, financing, negotiating, plannirg, 
property analysis, and testimony. 








the going rate. FHA and VA loans are being dis 
counted in most areas and secondary mortgages are 
being discounted at an average of 25%. It was point 
ed out that the Realtor should not pay the discount 
out of his sales Commission. 

The panel brought out this financing trend: The 
good borrower with prime security will be able to 
obtain a better interest in 1954. Darrel Holt, Min 
neapolis, explained it this way: “During the period 
we have just gone through, the marginal borrower 
has tended to set the rate for everybody. This has 
been one of the evils of the discount system. Rather 
than to ever-all reduction in’ interest 
rates on loans, | would limit it to a 
matter of selection in favor of the strong borrower.” 

Will there be more money available next year 
Most delegates were willing to forecast that there'd 
be enough to go around, Henry Waltemade, chair 
man of the Realtors Washington Committee, predict 
ed large-scale improvements inp FHA’s loan insur 
ance program. Still, NAREB officials felt the need to 
push for a Central National Mortgage Association, 
which would provide a secondary market. The plan 
CNMA would have 18 regional associations author 
ized to purchase mortgages from its members who 
would subscribe to stock im such regionals. The Se¢ 
retary of the ‘Treasury would subscribe stock in each 
regional association up to $10 million for each asso 
ciation. Federal stock would be retired as private in 
dividuals and institutions subseribe. 

Some delegates eX ped ted a fight on the plan Who 
would buy up the debentures? Was it good in theory. 
poor in practice? Should Realtors seek government 
help on this hand, denying government control on 
the other? The answers: Such secondary financing 
would help stabilize the real estate market over the 
long pull. It would give more uniform geographical 
distribution of mortgage money. Government money 
was needed initially to get the program started, but 
it would be returned to the ‘Treasury 
sold 

When NAREB's were announced at 
week's end, after long discussions in) smoke-filled 
rooms, the CNMA led the list. NAREB would ask 
Congress to establish it. But, strangely enough, there 
was no mention of federal funds. Instead. it read 
that CNMA would be “privately owned but operated 


oO 


forecast) an 
conventional 


) 


as stocks were 


resolutions 
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under federal supervision.” What would this mean? 
NAREB leaders were close-mouthed. but one official 
explained that the wording was broad to permit 
NAREB to get behind any plan which President 
Kisenhower’s Housing Committee may produce in 
its report this month. 

To soothe their financing nerves, Realtors were 
told to: 1) Qualify the buyer thoroughly before a 
loan is submitted. 2) Select for listings homes in pro 
jects that have been financed recently and still have 
financing on them. 3) Sell the buyer on taking back 
a first or second mortgage. 4) Analyze lending insti 
tutions. Find out what they want and analyze buyers 
accordingly. 5) Inform the buyer of the questions the 
lender will ask, help him find out such details as the 
cash value of his insurance. and then go with him to 
the lending agency. 

In the residential construction picture, one group 
of Realtor-builders flatly agreed that the two-bedroom 
house is a “dead duck.” The demand is for three 


11, 


and 
four-bedroom houses with a minimum of baths 
selling between $10,000 and $15.000 

Some listening delegates shook their heads at this 
“Nice to talk about, but hardly possible.” one said 
Sut there were examples. One West Coast builder is 
developing a project of four-bedroom, two-bath homes 
with slab floors and gas wall furnaces on 60x100-foot 
lots for $8950 (and throw in a two-car carport The 
question: Will the builder go broke? And. can it only 
be done in warm climates where less thought has to 
he given to heating and insulation? There were othe: 
examples. at prices hovering around $14,000, from 
other sections of the country 

Little doubt was expressed that the trend is away 
from the two-bedroom to housing the three- and four 
bedroom needs of the expanding families of World 
War II buyers. And it was stressed that the big. un 
lapped market is the non-veteran 

On the construction outlook. delegates felt' there 
would be a slight dip in residential, perhaps 6%. and 
that industrial and commercial would remain about 
the same. Walter Williams, under secretary of com 
merce. told Realtors: “During 1953 the dollar volume 
of construction will be the largest in history almost 
reaching $35 billion (a $2 billion advance over 1952 
Total volume in 1954 should reach $34 billion 

Modernization was the theme in commercial prop 
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erty that extensive changes must take 
place to hold tenants and retain downtown property 
values. Talk of decentralization brought forth a 
variety of opinions. Will it hurt the central core of 
our cities? “Not if we modernize and keep pace.” was 
the general answer. One panel leader said, “Decen 
tralization is not to the detriment of the downtown 
area. It’s healthy That 
will relieve congestion for firms that need to be down 
town. And. in turn, such competition will force the 
downtown to improve its facilities.” 

Other participants argued. “If downtown met 
chants don’t wake up. the downtown will be moved 
away,” And this brought the rebuttal that 
most outlying shopping centers don't give compari 
son shopping 
each vying for 


SESSIOTIS 


Some firms should move out 


said one 


several drug stores, for example. 
the trade. Another Realtor pointed 
out that shopping centers are taking care of popula 
tion growth not substituting for the facilities of 
the downtown area 

Commercial trends: 1 
ized to keep pace 


Buildings must be modern 
Outmoded buildings, prac 
cal to modernize. should be razed for new uses 
}) Parking should be thought of not as a problem 
but as a business. 4) Larger stores are getting larger 
Smaller stores will have to operate more efficiently 
or go out of business. 3) More people are eating out 
and they shop at stores nearby. 6) Too many ill 
planned centers. without sufficient trade area, are 
being built 7 ‘| he percentage lease continues to be 
popular. but chain stores are fighting it, 8 
back transactions of some insurance companies have 
put some owners in jeopardy 
As sure as delegates that) merchandising 
know-how was the key to future plans. they were 


I ease 


were 


just as positive that public Optom must bye streapth 
ened to nelp that merchandising. In several meetings 
speakers attacked flimsy license laws, demanded bet 
ter adherence to NAREB’s Code of Ethics 
the use of part-time salesmen. One state realty ex 
amuinetr urged that all real estate licensees be bonded 
Carl Miller, Indiana real estate commissioner, cau 
tioned Realtors about unlicensed organizations which 
have set up real estate buying and selling procedures 
on a national basis. He told of one 
organization that took listing on an advance retaime 
fee of 914%, had the property for 120 days and did 
not show it 
tices give the entire real estate industry a 


decried 


Lit h unlicensed 


Delegates were warned that such pra 
black eve 

Behind the convention scene, two schools of thought 
wrangled over NAREB's major problems CNMA, 
interest rates, Build America Better. and the election 
of its leaders for the coming year, One partisan offi 
cial summed it up this way: “Essentially, one group 
believes NAREB is strictly a the 
other believes that we are lobby 
ists to fight for property rights.” 

On the last day, NAREB officials presented a united 
front. They had chosen Ronald J. Chinnock of Chi 
cago to lead them during the coming years. And they 
announced their statement of policy which called for 
decontrol of 


trade association: 
an organization of 


interest rates on government tsured 
and guaranteed mortgages, neighborhood conserva 
tion, new and rehabilitated housing at low 
better housing standards and sanitation laws, disposal 
of public housing units, home owners’ tax relief 
limiting federal taxes, eliminating all remaining rent 
controls, taxation of government property, disposal 
of federal real estate holdings, restoration of capital 


vains tax to 121% 





Ronald J. Chinnock, Chicago, is the new presi- 
dent of the National Association of Real Es- 
tate Boards. To be installed in January in 
Washington, D.C., he will succeed Charles 
Shattuck of Los Angeles. 


C. Armel Nutter, Camden, New Jersey, was 
elected treasurer to succeed H. Walter Graves 
of Philadelphia. 


Chinnock brings considerable experience 
to his new position. A partner in the company 
of Farr, Chinnock & Sampson, Chicago, he is 
a regional vice-president of NAREB and has 
served as a director. He has held various state 
and local offices. During World War Il, Chin- 
nock was decorated with the Legion of Merit 
and was the youngest officer in the U. S. 
Navy to become a captain without going 
through Annapolis. 


The following regional vice-presidents also 
were elected: 


Harold S. Goodrich, Springfield, Ohio; Her- 





Chinnock Guides NAREB in “54 


bert A. Ganser, West Allis, Wisconsin; Daniel 
F. Sheehan, St. Louis; Richard F. Leach, Pueblo, 
Colorado; William T. Beazley, New Haven, 
Connecticut; Willard L. Johnson, San Fran- 
cisco; Benedict F. McGrath, Larchmont, New 
York; Ronald J. Burns, Spokane; Earl V. Dolan, 
St. Paul, Minnesota; Eugene C. Fretz, Knox- 
ville, Tennessee; A. L. Starliper, Martinsburg, 
West Virginia; Charles F. Gilchrist, Fort 
Worth; and Robert Brinkley, Tallahassee. 


New presidents of NAREB’s affiliated insti- 
tutes are: 


Earl D. Keefer, Miami Beach — Appraisers; 
Dorothy Ingalls, Syracuse, New York — Wom- 
en's Council; E. Sanford Gregory, Denver — 
Industrial Realtors; Charles J. Happ, Doyles- 
town, Pennsylvania — Farm Brokers; Frank 
Rukavina, E. St. Louis, Illinois — States Coun- 
cil; Russell Doiron, Baton Rouge — Managers; 
Barbara Moss, Long Beach — Secetaries Coun- 
cil; W. Max Moore, Denver — Brokers. 
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Realtors Exchange ... 


Bread and Butter Ideas 


Round-table discussions reached new highs in popularity at this 


year’s Realtor convention. In hotel corridors, night clubs, and con- 


vention halls the topic of conversation was shop talk — better ways 


of doing business in the competitive year ahead. JOURNAL editors 


have screened for your use the most practical, down-to-earth ideas 


Sales Management Problems 
@ How should you pay salesmen? 

A Canadian Realtor has a gradu 
ated scale. He says men who pro 
duce more worth more. He 
pays 459, of the gross commission 
to salesmen who are earning $10, 
OOO a year; 47144% to those earn 
ing between $10,000 and $12.000; 
50%, hetween $12.000 and $14. 
O00; 55% between $14,000 and 
$16,000; and 60% to those earning 
$16,000 and over 

A Miami Realtor has a “S50, 
Q00-a-month club.” For each sale 
man who sells $50,000 gross in a 
month, the company treats him 
and his wife to dinner at a res 
taurant of their choice 

The same company pays sales 
men 10% of the management fee 
for all management 
long as the company has the con 
tract. The same is paid to outside 
brokers who bring the business in 
The company protects either the 
salesman or the other broker for 
the sale of the property for five 
years 


business as 


One Realtor gives his salesmen 
the first and twelfth month's com 
Missions On any new management 
contracts he brings in. ‘This en 
courages the salesmen to go after 
management business. a function 
which salesmen often overlook. 

e@ What can you do about high 
earners who leave to go into busi 
ness for themselves? 

“We don't worry about it. We 
encourage our salesmen as much 
as possible and tell them they are 
working for themselves as well as 
the company.” 


“We start men at 


0°. then as 


1s 


they earn more, we 
more percentage 
63%. 

@ Is it pretty general to give the 
listing salesman 10% and the sell 
ing salesman 40% ? 

“We take 10% off the top for 
overhead and advertising. If the 
listing salesman sells the proper 
ty. we split the commission 50/50 
after the top 10% 1s taken off. If 
another salesman sells the listing. 
we split 33/33/33 after the 10%, 
is taken off.” 

“T don’t believe im listing com 
missions, but IT give 10% as a 
token. | believe salesmen should 
have the attitude that putting met 
chandise on the shelf is part of 
their job. and they should not ex 
pect pay for it.” 

“We believe listings are so im 
portant that we pay the listing 
salesman 20° of the gross com 
mission. Properties must be listed 
correctly and we're willing to pay 
the salesman who does it. The sell 
ing salesman gets 40% of the gross 
commission, the office keeps 36%, 
and +9, goes to the multiple list 
ing bureau.” 

“We pay 20° for listing, but 
we don’t accept any priced above 
market value.” 

“We have a spec ialist who does 
nothing but get listings. He has 
made $7,800 in the le “ive 
months. He handles advertising. 
broker cooperation, and so forth.” 

“T threw all my open listing 
cards away in 1930. 1 have three 
salesmen and we take exclusive 
listings only. The company always 
takes 50%, of the gross commis 
and the selling 


give them 
60%. then 


sion. salesman 
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takes the remaining 50%. If the 
salesman sells his own listing he 
keeps the entire 50% If he sells 
another man’s listing. he pays the 
listing salesman 25% of the 50% 
he receives. If he cells the other 
man’s listing after 30 days. he 
pays the listing salesman 15% of 
the 50% he receives.” 

“We pay 10% for listing. pro 

tect the listing salesman for 15 
days.” 
@ Aren't you overlooking the im 
portance of service to the client 
when you protect the listing sales 
man? 

Most delegates agreed, but those 
who use the salesman-protection 
system defend it religiously. One 
delegate protects the listing sales 
man for 30 days, providing the 
salesman makes personal contacts 
on prospects during that time 

Russell Pointer, Saginaw. Michi 
gan, emphasizes that Realtors 
should train their salesmen to 
build good individual public rela 
tions. They should be made to 
realize that everything they do 
affects the reputation of their com 
pany either favorable or unfavor 
ably. If, for example. they get 
mad during a bridge games and 
throw down their hand, they've 
created some pretty bad advertis 
ing for themselves and 
pany. 

@ How do you handle floor day? 

“We have first-up and second 
up. If first-up isn’t there. second 
up gets the prospect. If neither 1 
there. third-up or whoever is pre 
sent works the prospect 100% and 
gives the sale to first-up. This 
keeps salesmen out of the office. 


the com 
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for each knows that any sale from 
the office will be credited to him 
Third-up is happy to make the 
sale for first-up and realizes that 
first-up will return the favor at 
his first opportunity. There have 
been no complaints at all about 
making a sale for someone else 
they are glad to do it.” 

“T myself talk to the prospect 
who phones in, find out what they 
want and decide which salesman 
can handle that prospect. I 
know that a lot of business is lost 
when the wrong salesman gets the 
prospect.” 

@ How long should you keep a 
salesman who isn’t earning 
53.000 per year? 

“Pve had one for 12 years who 
has surpassed $3.000 per year only 
a few times, but he is the best 
goodwill builder I have.” 

“We have two retired men on 
our staff who spend most of their 
time bringing in listings and build 
ing goodwill for the company. 
They seldom surpass the $3.000 
figure.” 

@ How do you handle sales meet 
ings? 

“T have sales meetings at 8:00 
a.m. five days a week. Tuesday 
and Friday we take a tour of our 
new listings. Wednesday is an in 
spirational sales meeting. Monday 
and Thursday we have discussions 
of technical subjects such as es 
crow “g 

Summing up one of the popular 
morning round tables on creative 
selling. Pointer told delegates to 
pay particular attention to. the 
children. “You are in this business 
to stay. and in a few short years 
these youngsters will be buying 


best 


over 


homes for themselves. There are 
many ways to win them over, not 
the least of which is to recognize 
them. Speak to them. and = call 
them by name. Bring them into 
the picture and make them an im 
portant part of it. All this costs 
you nothing, and really pays you 
well 

Although much time was spent 
on bonus plans, sales contests and 
the lke. Pointer discounted the 
value of such “artificial stimu 
lants” im increasing real estate 
sales for individual salesmen. “I 
do, however. believe that the sales 
department should be exposed. to 
any new 
new ideas of promoting business 
that the older members of the firm 
might have. It is the duty of the 
company to keep abreast of all 
current conditions affecting oun 
business. and to alert the sales de 
partment to the same.” 


sources of business on 


Listing Ideas 


@ How do you handle the objec 
tion of price? 

“Geta qualified appraisal. When 
the prospect states this objection 
he may just be wanting to nego 
tiate. And the reason for his want 
ing to negotiate is not the price 
but the reasons for the price. Get 
several salesmen’s opinions of the 
price compare estimates.” 

Jack Justice. Miami Beach: ‘I 
tell my there three 
types of prices: 1) holding price 


owners are 

assures owner he will continue 
to own the property indefinitely ; 
2) market price competitive to 
similar properties; 3) selling price 
assures the owner of a reason 


ably quick sale 
e@ How do vou get listings? 

Collin I run a contimuous 
ad in the newspapel to hold miy 
rate and to solicit repeat business 
If our old customers liked the way 
we did business they come back.” 

Paine: “I advertise Large 
Home to Trade for Smaller. 1 wait 
a couple of weeks then switch it 
Small Home to ‘Trade 
for Larger 8 

Justice: “I 
contains personal 
company from clients 
so pleased with our service that 
they wrote us about it. Tt also in 
cludes letters from brokers in other 
cities whom we have served. All 
these letters are « lipped to the left 
hand side of the one-fold kit. On 
the right hand side, | have attach 
information 
to ®50 


around 
use a listing kit. It 
letters to omy 
who were 


ed samples of the 
heets which we mail out 
brokers im out 
property is listed exclusively 
also hand out 
we show the home.” 

Clinton Snyder. Hoboken, New 
Jersey: “You've got to build con 
fidence. Do enough for clients that 
when they think. of 
they think of you.” 
e What about commissions or ex 
clusives? 

Justice 


area as soon as a 


We 


these sheets when 


real estate 


“TL won't take an exclu 
than six months or 
than 714% commission. Co 
operating broker gets 5%. This as 
sures the owner that the cooperat 
ing broker will give full attention 
to the sale of his property 
@ How do 
salable listings 
“Don't solicit listings. Accept 
those that are priced right 


sive for less 


less 


you go about 


) 


petting 


only 





Realtor Jack Justice, 





Miami 
Owner, when you built this house you didn’t 
call up the building materials supplier and 
have him send out an assortment of mate- 
rials from which you could build the house. 
You had this house designed. And anything 
planned is done better. Now, we aren't build- 
ing architects, we're merchandising archi- 
tects. If you let us plan the sale of your house, 
I think we can do a better job for you.” 
Justice also uses this answer: ‘Mr. Owner, 
suppose for a moment that | have a dress 
shop and you're in the market for a dress. 


Why should I give you an exclusive? 


Beach: ‘Mr. 


On one side of the shop | have a rack of 
dresses which | received on consignment. On 
the other side of the shop | have a rack of 
dresses which | personally selected and paid 
hard-earned money for. If you come into the 
shop and want to buy from the consignment 
rack, fine. But if you’re undecided, I'll nat- 
urally try to sell you a dress from the other 
rack. If you want your house listed on the 
consignment rack, fine. But let us list it ex- 
clusively and naturally we'll put more effort 
into selling it.” 
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Word will get around about your 
high sales percentage 
listings wall result 


@ What 


COTM 


and more 


percentage of the gros 
ion do you pay your sales 
men for listings? 

Four of a 12-member panel pay 
10%; two pay 15%, one of which 
pays for exclusives only: one pay 
10% ; one pays 29%; and another 

) 


pays 25% for exclusives only 


Advertising Ideas 


@ Is advertising producing as much 
results as it did? 

Majority of delegates say no 
Some delegates say 
pers permit: the 
cuts in classifieds. Most delegates 
that the classified 
vive the asking price gets better 
results. One-third say Sunday is 
the most effective day to advertise 
Approximately 25% keep track of 
where their prospects come from 
One delegate says. don't repeat ads 
that aren't pulling. Another dele 
pate says the ads which give ad 
dress pull better if you have an 
exclusive on the property. One 
danger of giving the address in the 
classified prospect may ask the 
owner to hold off until the exclu 
sive runs out 

Stanley Mathis. Roswell. 
Viexico. says, “Too many 
fieds use abbreviations and 
vive accurate descriptions 
a little 
job right 

Other 
out oa 
show 


lew newspa 


use of signature 


agree should 


New 
classi 
don't 
Spend 
money and do the 
It will pay off.” 
advertising 
few features so when you 
the house there are more 
features than the prospect thought 
When you list the property, write 
the ad in front of the seller if 
impresses him and assures you that 
you have got the 
well in mind 


more 


tips Leave 


salient) points 

One office requires men to bring 
an ad written by the owner. They 
run it once, and if it gets no re 
sults, the owner can’t complain 
about the office’s ads 

lip for answering the phone 

Prospect is hottest just after he 
reads the ad and gets on the phone 
When he calls, ask 
see the house him in 
the office you cant sell a house 
over the phone The phone should 
be used for getting appointments 


uo 
ue 


when he can 


Try to get 


Dont fire the prospect a barrage 
of questions over the phone. Build 
and gain his confidence 

If a and wants 
the address of the property. im 
press him that you're at his serv 


prospec t calls 


yA) 


ice and will be glad to take them 
to the house and get his reaction 
so you can give him a list of sala 
ble properties 

4 more effec 
live by answering. “Blank Realty 
Company. May we help you2?” 


Phone calls are 28‘ 


@ How much do you spend per 
man per month for advertising? 

A show of hands revealed that 
most delegates spend S100 per 
month per man or Only a 
few hands showed in the $100 io 
$200 and $200 to $300 brackets. 

If the Dolan Company, St 
Louis. property listed by 
the company, the owner is requir 
ed to pay for 
1% of the listing price. Over that, 
Dolan pays. The company charges 
the usual 3% About 
30% of the St. Louis Realtors are 
doing the same 


less 


sells a 


advertising up. to 


COMMMIISSION 


@ How do you handle several peo 
ple at an open house? 

1) Have them be until 

you get to them. 2) Let them wan 
der through the house. Find out 
what each prospect wants 
neighborhood, game room, 
baths, large yard? 
@ Question to 12-man_ brokerage 
panel; What > percentage of the 
fross Commission is spent for news 
paper advertising? 


eated 


ihree 


One panel member says 214%, 
plus 10°4 for direct mail. One 
member spends 5° two spend 
8%; four 10%; one 12 to 15° 
two 15°; and one spends 20° 
The average is 11°% 

Kred Tucker, Indianapolis. says 
you shouldn't spend over 100 or 
15% 


newspaper advertising 


of the gross commission for 


@ What percentage of your sales 

is due to newspaper advertising? 
One says 10%: 12%; iwo 

15%; one 20%; two 20 to 25° 


three 25°46: one H)% 


oO 


and one 
60%. The average is 24.3° 
@ What are your 


) 


greatest sources 
of business 

Personal contact 
11 mentions: 


and. referrals. 
advertis 
broker COOP 
mentions: referrals 
from other departments within the 
company. one mention: signs and 
door to-door canva 
tion each 


new Spaper 
ing. three mentions: 


eration, four 


sing. one men 


@ How can you vel better 
from sign advertising? 

Clinton Snyder. Hoboken, New 
Jersey: “We make a ceremony out 
signs. Let the 
neighbors see that you have taken 
an exclusive and let them see how 
fast it sells.” 


results 


of erecting out 
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Modernization and 
Maintenance Ideas 


e Kenneth Keyes. Miami: “One 
of management's biggest problems 
is improving efficiency to offset in 
creased payroll costs. We helped 
accomplish this recently by hiring 
a time study man from industry 
to go over all our systems. This cut 
payroll costs 10 to 15%.” 
e How do you handle a mainte 
nance case involving a hole in the 
plaster, bad lock. toilet) which 
won't work. and a stuck window? 
It takes four different tradesmen 
to handle one case. 
One delegate uses a 
work crew which always includes 
a jack of all trades as a superin 
tendent 


traveling 


@ Should workmen enter premises 
without the tenant's permission? 

KJ. Zuzak. Shreveport, says no 
He has a slip which workman 
must have signed by the tenant 
showing that the work is complet 
ed. If tenant isn’t home. the work 
man can't enter 

Drucker & Falk, Newport News. 
has a lease which gives workmen 
right of entry. Realtor Falk says. 
“They wouldn't ever get anything 
done if not.” 

Dotson Realty, Savannah, Geor 
via. uses a plaster man who goes 
around in his truck when 
enough plaster patching jobs ac 


own 


cumulate 

Dotson 2.100 
mostly apartment houses and sin 
vle family dwellings. The firm has 
a crew for each type of mainte 


manages units 


nance, including a roving three 
man carpentry crew. The carpen 
ters use their own autos, and when 
they come something too 
heavy. they draw a trailer from 
the company warehouse. They are 
paid a weekly allowance for run 


ACTOSS 


ning ther own autos 
@ Should you put your company’s 
name on the maintenance trucks? 

Dotson: “No. If you send a man 
to Mrs. Jones, Mrs. Smith wall see 
your truck and either collar him 
to do work for her or complain to 
the office about not handling her 
maintenance job first.” 

Falk: “Yes, we believe it is a 
good form of advertising.” 

@ How should you pay your main 
ienance men? 

Phe concensus is to pay enough 
to get good men for key positions 
Falk pavs his jack-of-all-trades 
superintendent S660) per month 
Realtor Gregg. Glendale, Califor 
lia, uses two retired fire captains 
who are over 30 vears of age. Each 
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works every other day. so one man 
is on the job all the time. He pays 
each man $250 a month, based on 
a 40-hour week 

Gregg also pays a flat fee of $50 
to $75 per month to his men for 
running their own autos 
these men usually repair their cars 
themselves,” “most of 
this is pure velvet to them. There 
are no social security or tax deduc 
tions. Has the effect of raising their 
pay and they realize it's a good 
deal.” 

K. C. Michael. San Diego: “We 
use a profit-sharing plan for our 
maintenance men. If a man does a 
$2.50 job for $2.00, 50¢ is put into 
He gets half the 
savings. Our city allows the same 
man to do both electrical and 
plumbing work. We believe it is 
better to pay $400 a month and 
get a good man and get the job 
done right than to pay $250 a 
month and have the job cost you 
S600 a month in the long run.” 

Ralph G. Sprout, Calbing Cor 
poration, Angeles, sends a 
man around to his units to. test 
quality and efficiency of his man 
agement services, He pays the man 
nominal 
day, plus mileage 

Sprout pays 90¢ per apartment 
per year to a control 


“Since 


(sregg says. 


a profit account 


Los 


some fee. such as S5 a 


pest com 


pany. The company makes month 
ly calls plus emergency calls on a 
30-minute notice. It pro 
fessional touch to Sprout’s man 
agement services and builds good 
will in addition to handling the 
pest problem efficiently 

@ How about building tenant 
voodwill? 

Michael has a record of the 
birthday and age of every child in 
his rental units. He buys birthday 
cards appropriate to the age in 
quantity lots from Hallmark 
When a renter is hospitalized, he 
sends him a subscription to the 
local paper along with a personal 
note of goodwill. The note also says 
“We know that your hospitaliza 
tion may work a temporary finan 
cial hardship on you, and if it de 
lays your rent payment we will 
understand. Let us know and we 
will work something out.” This 
nips financial difficulties in the bud 
before they bloom 

Michael says the terms “tenant” 
and “landlord” should be thrown 
out of the manager's books. His 
firm never uses them 

Another Michael tip “We al 
ways take the time to see salesmen 
\ suggestion from an office ma 
chine salesman once saved one of 
our office girls two days in making 
a certain calculation. So 


uv »* 
gives a 


we vave 


her the two days off with pay 

e@ If vou had $50,000 to spend for 
modernizing an apartment house 
what should be considered? 

1) Exterior Pros 
pective renters see the outside first 
Passersby only the outside 
Renters want to be proud of the 
place in which they live, and a 
modern exterior has 
much to do with this 
2) Efficient Most 
floor plans in existing buildings do 
not appeal to the present rental 
market. Renters want modern lay 
outs 

3) Utilities market 
calls for complete and adequate 
utilities 

1. W. Markheim of Camden and 
Philadelphia. stresses the met 
chandising value of moderniza 
tion. The property manager has to 
merchandise these days to keep his 
units rented. He should include 
items in his modernization plans 


appearance 


See 


appearan e 


room layouts 


Poday "s 


which have the greatest merchan 
dising value 

Markheim archi 
tects on modernization He 
makes up three modernization 
schedules for each project, each 
with if The archi 
tect up 
schedule and budget 
selected by the company 


uses student 


jobs 


own budget 
draws mach 


within 
One 1s 





What's 


ie 


“Most owner-appraisals are 
nothing more than uniformed 
guesses,” says the sales-manager 
of a firm which handles hun- 
dreds of used-home sales yearly. 
Here's the case for unbiased, ex- 
perienced real estate appraisals 


VETTING a fair price on a used 
kJ home is a job best done by a 
competent real man, pro 
vided the home owner has a sin 


cere desire to sell.” says George 


estate 


W. Washburn, sales manager for 
George H. Beckmann. Inc., Tea 
neck and Ridgewood, New Jersey 
real estate firm. 

“Naturally, a home owner who 
has had enjoy 
ment in his house will set a value 


several years of 
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Worth 


on at which is different than it 
would appear to a prospective 
buyer with a variety of 
or to an unbiased appraiser 
owner-appraisals nothing 
more than uninformed 
which, according to a recent sur 
vey im the S6.000) to S12.000 
house bracket. are high in 49 out 
of every 100 cases 

“The average home owner will 
seldom back off farther than the 
curb for his own estimate.” de 
clared Washburn. “The true ap 
praiser considers first the town 
then the neighborhood. and even 
tually works down to the 
block, house and lot, environ 
mental features. comparable of 
ferings and the 
neighborhood 

“For example, the presence of 
schools and shopping centers neat 
by is a distinct asset. but a school 


choices. 
Most 
are 


OUeSSES 
vu ( 


street 


recent sales in 
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To You? 


or market practically next door 
may be a handicap due to a con 
tinual flow of trathe and parking 
the The ques 
corner versus an inside 
lot. of a house on one side of the 
not the other, the sort 
of neighbors nearby and the trend 
the neighborhood is taking, are but 
the many factors the ex 
perienced appraiser takes into con 


cars near market 


tion of a 


street and 


some of 


ideration 

The fixing of a 
price on a used home is a problem 
even for an expert.’ Washburn 
added, “but the informed, experi 
enced home 


proper sale 


judgment a ownet 


from a real estate 
familiar with hi 
perior to any he can produce him 
self. And in the matter of selling 


a home 


pets appraise! 


locale 1S far ul 


the owner would be wise 
to secure the best opinion on mat 


ket price he can get 
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MINOR STREET 


Streets follow contours; do not cross neighborhood; admit 
local trattic only. 


Crosswaths. Not shown through park; school, shopping, 
recreation areas accessible without crossing streets. 


Community park and boundary; screen or low planting as 
each prefers. Park affords privacy of beach for commu 
nity use; general public has access to beach at end of 
minor streets 


Public park boundary: low, wide, thorny planting to pro 
tect privacy of neighborhood. 


Stream 


Areas for lots, Conventional lots opposite Livability lots 
for perfect test of public response. Conventional lots do 
not adjoin park 


Trees and parking bays along major street. Houses front 
artery, driveways from interior street. No private drives 
fo mayor street 


Bulletin board placed along major street inviting public 
to use of picnic table, informing them of community, 
telling of lots and homes available. Public park affords 
view of park interior and of public buildings from major 
street, 


December, 1953 


PUBLIC 
PARK SN 


~=-e 
NEIGHBORHOOD 
SHOPPING 
CENTER 














Are our conventional subdivision 
layout methods obsolete? Study 
this remarkable plan and JOURNAL 
editors believe you may say yes. The 
Livability Plan employs new con- 
cepts. It achieves more lots with 


wider fronts at less cost. It utilizes 


MAJOR STREET 


all buildable area with a minimum 
of grading. It preserves natural 
beauty. Its social and political im- 
plications are far reaching. After 
15 years of developing the plan, its 


creator discloses it for the first time 


By M. HOVER CURTIS 


Community Planner 
104 W. Vanderbilt 


Oak Ridge, Tennessee 


Allotment gardens in low fertile places. 


Car parking area adjacent to stores, public buildings, and 
public park. 


Private beach-fronting lots separate public beach from 
community beach. 


Residence-business, as beautician, dentist, doctor, etc. Neat 
parking and shopping center. 


Playgrounds for small children, near each group of homes 
One only shown, 


Small parks contain adult game courts only; will appeal 
to childless couples. Families with children will choose 
homes near playfields, schools, swimming pool, etc. 

As drawn: Streets 50 ft. wide. Lots, 125 to 150 ft. deep. 
Neighborhood size: 1,875 ft. by 2,375 ft — 102.2 acres 

Lot width: Conventional lots, 55 to 63 ft.; Livability lots, 
75 to SO ft. 

Number of homes: Approximately 338, 

Lot areas: 6,250 to 6,750 sq. ft. 

Interior street length: 9,080 ft. 
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| ETTER ways to build cities! 
How often we have considered 
them in the past only to find that, 
if the new way is really better to 
live in. it costs more to build. Or, 
if better for the builder. it is less 
livable for the purchaser. We have 
come to feel that the needs of pur 
chaser and builder are inimical 
that what is good for one neces 
sarily hurts the other. Now, these 
needs are reconciled to the advan 
tage of both in the new “Livabil 
ty plan” for subdivision design 

We all know that anything 
which makes homes more livable 
also adds to their value 
times it adds to their selling price. 
but even if not. it increases thei 
sales appeal. helps in resale, and 
makes better satisfied customers. 
Increased livability means greater 
profit in the long run. But these 
are largely indirect, long-term 
vains and few developers can wait 
for them. Most builders must 
make cost their only yard-stick 
Here. then. is a new method of 
planning which the modern build 
er can listen to, because it does 
reduce cost while it also increases 
his income and heightens sales ap 
peal. 

First. how does the Livability 
Plan reduce cost? 

1) It reduces the 
streets to be built 

2) It locates streets more eco 
nomically. 

3) It cuts clearing and grading 
to a minimum 

+) It utilizes less costly land 

The research on) which — this 
planning method is based has been 
painstakingly worked out over a 
period of 15 years. with detailed 
comparisons made on street length, 
cost of utilities, number of lots ob 
tained and over-all cost. Both grid 
and curvilinear systems have been 
used as bases for comparison 

For actual land parcels the re 
sults, briefly. are these 
eWhere street length remains 
equal (in conversion 
number of lots is 
much as 20% 
eWhere the number of lots re 
mains equal, street length is re 
duced as much as 30%, 
eSo assured is the author 


Some 


amount of 


layouts 
increased as 


of the 
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The Curtis Livability Plan 


of this plan 
ning method that a guarantee 1s 
given of obtaining 10°, more lots 
with 10° less streets 

These cost computations wall be 


greater efficiency 


shown in. detail later, together 


with the plot plans for the same 
land laid out both in the conven 
tional manner and by the Lava 
bility Plan 

Just how are the street length 
reduced? This is a_ system. of 
neighborhood planning, not block 
planning. By careful 
rangement, all traffic is routed 
around, not through the neighbor 
hood. Interior streets are for local 
traffic only. so fewer of them are 
needed, Consequently, street length 


street oat 


may be reduced without causing 
congestion 

What is the key to this plan's 
greater efficiency im land use? 
ekach street serves 10° to 255 
more homes 

\ leading FHA planner say 
‘In this system. street frontage 1s 
used to the very maximum.” Just 
how this is possible will be shown 
in a later installment by 
and diagrams more clearly 


charts 
than 
But, though 
frontage can be used as efficiently 
as in wall-to-wall 
the distance 


Can be done in words 


construction 
houses 1 
doubled over that of the average 
layout. and lot width is increased 
15 to 30%. This wider lot permit 
vreater choice in house location 
trees and 
and grading on the lot 

And. not only do fewer street 
but the street 


may be located where they will 
{ 


between 


Saves lessens clearing 


serve more homes 


cost the least. This is because o 
the greater flexibility in street pat 
tern when planning by neighbor 
hoods rather than by blocks. ‘Thy 
resulting areas may be of any 
SIZe OF shape and yet be effectively 
used for lots. Usually the most 
economical street location isa! 
the most efficient for locating utili 
ties. Here again. this system add 
two more choices for their location 
not heretofore pos ible 

Another key to this surprising 
efficrency in land use is this 
elhere is no wast Space 

There are no side street 
have no lots-to-sell 


Which 
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There are Wo 


THE FOLLOWING PEOPLE — authorities in 
their fields — say this after examining 
the plan in detail: 


“Your very extensive studies in sub- 
division planning have two original 
elements. Your system undoubtedly in- 
creases the number of lots to be sold 
without reducing the buildable area of 
each lot. It would definitely ameliorate 
unlivable conditions.” 

Maurice E. H. Rotival, 
internationally known planner, 
Yale University 


“Ll see nothing wrong with your plan. 
1 wish my own children could grow up 
in such a set-up.” 
Herbert Starick, 
city plan engineer, 
Dayton, Ohio 


“Your plan would give members of 
the community a feeling of solidarity in 
times of stress. It has tremendous social 
significance.” 

Dr. Willard Uphaus, 
Executive Secretary, 
Religion and Labor Foundation 


“| did not think it possible to obtain 
greater lot width and more lots to a 
block, but your plan does it.”’ 

J. George Butler, 
Minister, 
New Haven, Connecticut 


“The Curtis plan enables the devel- 
oper to give a greater frontage at no 
extra cost.” 

Joseph Dillon, 
developer, 
Cincinnati, Ohio 


“In my opinion, your plan of subdi- 
vision design has many advantages over 
more conventional land planning.” 

W. A. Simms, 
developer, 
Dayton, Ohio 


“Here is a plan of tremendous poten- 
tialities, and | predict that when the 
public once discovers its significance it 
will be widely adopted.” 

Dr. Robert L. Tucker, 
minister, 
New Haven, Connecticut 








lot erved by two There 
ized lots, no huge pie 
with narrow 

as often in the curvilinear 


treets 
are mo over 
haped lot frontage 
ystem 
There are no narrow lots with 
lony. unusable back yard: 
Unbuildable land 1: 
add ale appeal without 
Clearing and grading. In fac! 
with a hill. stream 
outcrop 


made to 
costly 
land 
rocky 
becomes more desirable 
than the costher flat land. enabling 
the builder to use cheaper land for 
when all 


preserved, 


fore { I 


his development. Even 
this natural 
the remaining buildable land is so 
efficiently that the builder 
till gets more lots per acre in the 
over-all layout. The left 
natural requires no and 
little 
which 
funda 
The area for lots 
least 
Throughout 
the whole development, each land 
use portion streets, lots and 
park is used for the purpose 
which is natural to it and to which 
it can be converted at least cost 


beatty 4 
used 


area 
vrading 
Very 


ruined. 


little clearing 
of the top-soil is 


usually 
means conservation of a 
mental resource 
because the grad 
iiy will be necessary 


is chosen 


with less street and 
how can the community 
have more sales appeal? 


) 
ruil. more 


homes. 


ebecause it is a more attractive 

more livable community 

Gone are the tight little rows 
of houses with space only for a 
drive The Livability 
Plan is open, houses are far apart 
with and many 
Houses have sunlight and 
space on all four elimi 
nates completely the problem. of 


between 
spacious lawns 
trees 


sides It 


treet orientation, one of the plan 
ners worst headaches. It simplifie 
the architect's problem 

wider lot. the 
builder may use the popular ranch 
type home in lower-price” brack 
ets. If he does not wish to increase 


Because of the 


floor area, he may still achieve a 


larger-appearing house by using 
re carport and-outdoor 


lorage plans 


breezeway 
In spite of greater 
lot width, the area can remain ihe 
other There 
wasted very 


same as mn systems 


are he COPMerS 
square foot is used 

Added lot 
tunity for varying the houses, so 
that the oft-heard criticism of 
modern neighborhoods their de 
MEIN 
ed, even when the builde: repeats 
the same floor plan. The wider lot 
vives the purchaser space for ihe 


width gives oppor 


pressing MOnOtLOnY Is 


expression of his own personality 
in planting, in land use. and in 


adding to his house to meet his ex 


24 


With the 
lot width. two or three rooms may 
be added without darkening any 
of the existing rooms. This makes 
for less frequent resale and a more 
table neighborhood 


pand'ng needs greate 


Spat IOUSTIOSS IS evident not only 


along residence streets. It is also 
felt along the major street which 
forms a boundary of the neighbor 
hood. ‘There are no private drives 
entering these Nor are 
they disfigured by the backs of 
houses and garages 


streets 


Livability 
homes set. fat 
back, with their attractive front 
facing the highway. But the drive 
way entrance is from a local 
behind. This will be apparent 
from the sketches which will fol 
low in a. later installment. tn 
several places along the artery, the 
passer-by will have a vista of a 
park within, with a school or other 
public building bordering it. and 
of game courts and playgrounds, 
perhaps wading or swimming 
pool. The developer builds none of 
these but he does leave Space for 
them. He makes it possible for 
people to help themselves. Also. 
whatever natural beauty the land 
hillside on 
is preserved and so 


In passing a 
munity, one 


Com 


SEES 


sireet 


possesses stream. 
trees 
planned as to be visible from the 
highway. Beach or view property. 
particularly, can be 
greater advantage, with direct ac 
beach provided for the 
whole community without having 


to cross streets 


used to far 


cess to 


The park is not great in area 
but great in extent and useful 
It is accessible directly from 
most homes. and leads to a neigh 
borhood shopping center. It pro 
tects children from traffic dangei 
whether playing, going to school 
or to shops. ‘The park 
vehicular from pedestrian traffic 
which can mean a further 
in street-sidewalk construction 

How this park can be provided 
with no cost to the city or develop 
er will be later 
with this 
done with great success 
all) park maintenance, 
and supervision is being done for 
$2.50 per month per family. This 
small cost to the purchaser is off 
set by taxes, for acl 
neighborhood already owns all the 
land it will ever need for public 
buildings and public use, and that 
land is so planned that it will be 
come im time a beautiful com 
munity center. Remember that the 
“oiving away all 


Hess 


separates 


Savinly 


tovether 
has 


shown 
heen 
wher 


cases) W here 


poli rig! 


savings in 


developer Is not 
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this park area. He is gaining back 
in added lot 
the park 


more than he lost in 
And he cannot get these 
added lots without the use of the 
This will be evident 
from the diagrams 


park later 
m jotting 
This Livability planning makes 
every advantage of country-estate 
living available without its’ pro 
unbelievable as it 
These are the 
Balch. Seattle's 
realtor and builder of prize-win 
ning Communities and former 
president of the National Associa 
Home Builders. Yet this 
can be done only if the developer 
plans for it from the beginning. It 
cannot be added later. Neither can 
individuals achieve it for them 
Such advantages can come 
to our people only through the 
homebuilders of our nation. These 
builders must be men with cour 
age enough to look into the face of 
a new idea, with vision of the fu 
ture. and with a spirit both daring 
and unquenchable. If they wall 
these men can now bring together 
the convemience of the citv. and 
the beauty. freedom and friendli 
ness of the countryside. to form a 
pattern of abundance of living 
never before achieved in our world 


hibitive cost 


sounds words of 


Albert 


famous 


tion of 


selves 


Yet the developer will lose noth 
ing. He can utilize less costly land 
his costs are less, his income = is 
vreater. Though the whole neigh 
borhood 100 to 1.000 homes 
must be planned as a unit. it may 
be owned by several developers 
and can be built as demand indi 
The layout may include 
some conventionally planned 
blocks. and others may be convert 
ed to conventional planning later 
if found advisable. The first street 
may be put in with ordinary plan 
ning on and Livability 
planning on the other as a perfect 
test of market acceptability 

With all 
living, the 
presents no 


cates 


one side 


these advantages in 
finished development 
startling 
to the prospective purchaser. Only 
one element in this method is com 
pletely new. and that one is invisi 
ble on the ground. appearing only 
in the blueprints. All the other un 
usual features of the plan have 
been proved good by vears of use 
usually in the higher price range 
Never 
been put together to form a sys 
tem. Yet they dovetail perfectly 
each solving a problem raised by 
the other. and used together they 
achieve thi livability at 


Innovations 


before have these features 


vreater 
less cost 
Continued next month) 
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Make Your Sale Homes Safe 


For few extra dollars you can build safety into 
your for-sale homes. And you can turn it into an 
effective sales tool. Prospects look for safety fea- 
tures, and you'll be well on the road to sales by 


showing how you've insured the owner's safety 


yore than 30,000 people die from accidents in 
the home each year. nearly as many as are 
killed on the highways. Even though no house can 
he 100% accident-proof, research figures show that 
the main of home accidents is design, not 
materials and construction. Not only are you doing 
your part to decrease accidents by designing your 
homes as safely as possible, but safety features in a 
home give you strong extra selling points 
According to Fred Brunetti, builder in 
New Jersey. “The public has grown so used to the 


cause 


northern 


safety factor that failure to take it into consideration 
when planning a house immediately labels that home 
as old-fashioned.” 

Brunetti’s present project. 60 three-bedroom, split 
level homes. includes many of the safety recom 
mendations offered by the National Association of 
Home Builders 

“Our split-level design.” 
12 or 13 winding steps common to the two-story 
house. In addition to being well-lighted. our six steps 
between levels are set up with strong handrails. The 
possibility of long, injurious falls is greatly 
mized 

“Every door opens inward and against the wall 
eliminating the danger of running into free-swinging 
The lock of the bathroom doors automatically 
unlocks when turned from the inside. so that a child 
who locked himself in could easily get out. All closet 
doors are of the new sliding type, not only to cut 
down. the possibility of accident. but also to create 
more usable wall space in each room 

“The whole furniture 
may be set up in groups along walls instead of inter 


Jrunetti says. “avoids the 


yin 


door S 


house is designed so that 
fering with the passage of people through individual 
rooms. All shelves or other protuberances are elimi 
nated from halls which are. of course, adequately 
lighted 

“In our full bath we have installed a grab-bar 
to eliminate the danger of slipping in the tub. All 
windows on the third. or bedroom level. more 
than two and one-half feet from the floor so that 
curious youngsters will be in no danger of tumbling 
out 


Here are some other safety precautions which pro 
pects consider important 


Prevent Accidents Outside 


ePlan adequate night lighting on the grounds 
eRemember that gently sloping walks or ramps 
are safer than outside stairs, that short flights of 
steps with platforms between are 
flights 
e Provide 
surface for 


afer than long 


handrails for all and 


walks 


elwocate the walks and steps so downspout or other 


steps a non slip 


teps and ramps 
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water doesn't drain across or stand in puddles 
ePlan the drive for easy grades and maximum 
visibility. with no blind spots from shrubbery on 
buildings 
eGarage doors should open easily. lift) on 
out of the way 


roll up 


eThe safest entryway is a platform elevated only 
one step above the ground. If the platform i 
more than ten inches above grade, it should have 
railings and a canopy roof for protection from 
rain and snow 

elkintrance level should be adequately hivhted with 
a convenient switch 


Prevent Accidents Inside 


ePermit free passage to all rooms with easy turns 
\ well planned hall 
most of this traffi 

ePlan each room so furniture can be placed out 
of the trafhe ways 

eDoors should not swing into normal traffic lanes 
located 


and no congestion points 


Way Call Carry 


or hallways, strike other doors. or be 


near stairways 


eln a two-story house. two baths are a good safety 
iivestment 

eChildren should be provided with 
out of the way of normal traffi 
eStairs should be laid out with straight runs and 
landings. “Winding 
Plan the surfaces. 


lessen the difficulty and 


a play area 


square stairs and angle 


treads unsate 


and 


are contoul 


joints of stairs to 
danger of cleaning them 
eBe sure halls and stairs are well lighted by both 
windows and fixtures 

elnstall three-way 


and main room 


in long hall 
so that lights may be turned on 


switches on stairs 
or off at either entrance or exit 
eProvide plenty of electric outlets to avoid trip 
ping over Outlets should be of 
the plug type. protected with plastic caps to pre 
vent children from coming into contact with live 
wires 


extension cords 


a ond 
hould be at least 32 inches above the 


eWindows of bedrooms, playrooms and 
floor rooms 
floor. Consider the newer types of windows which 
can be safely cleaned from inside the room 
ePlan work areas in the kitchen so movable equip 
ment will not protrude. Avoid sharp edges and 
corners 

eCooking range should be at least 18% inche 


the window 


from 


0 that curtains cannot blow acro 
burners 

eAdequate lighting day and night i: 
tant in the kitchen. Continuous fluorescent fix 
tures hidden beneath the overhead cabinet 
provide good artificial down-lighting for 
surfaces 


elt i 


most impor 
will 
work 


afer to place the laundry or utility room 
next to the kitchen 
the basement 


This prevents stair trips to 


and switche 


pipe 


. outlet 
water 


el wcate all electric appliance 


far enough away from faucet and 
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What's Wrong Wit 
Your Classifieds? 








By ARTHUR KROEGER 


Associate Professor of Marketing 


Graduate School of Business 


Stanford Univ ersity 


Real estate ads in general are “fairly good,” say home 
owners and prospects interviewed by a Stanford pro- 
fessor. But, in credibility, they rate only “fair.” Many 
bona fide criticisms are leveled in this survey which 


can help you add sales punch to your classified ads 


PTH signs of a much more competitive market 

ahead, real estate brokers should be interested 
in the selling effectiveness of their advertising. With 
this thought in mind, a study of recent buyers and 
prospective buyers of real estate was made to get 
their reactions to “typical” real estate advertising 
This study included a limited number of people, all 
located in one geographical area (the San Francisco 
Peninsula area) and they were selected for availa 
bility, not on a scientific statistical basis. However, 
ome of the criticisms and suggestions warrant seri 
ous consideration by real estate executives and thei 
advertising writers throughout the country. 

The people questioned were buyers or prospective 
buyers of both new and existing homes. What do 
these customers and prospects think of real estate 
advertising in general? 

It was difficult to get a general rating of real estate 
ads, because most of the people questioned said ads 
vary greatly, and no one rating is fair. When pinned 
down to a general rating, the average opinion came 
out about “fairly good.” 

With respect to “credibility.” the average rating 
was only “fair.” Real estate ads rated well below the 
average rating for retail newspaper ads in general 
and only slightly above the rating for “used car 
ads.” ‘They rated about equal to national advertising 
of cosmetics and allied items. You can see that the 
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general impression is none too favorable to real estate 
advertising. 

In defense of the realtor, many of the respondents 
qualified their statements, and in conversation said 
their opinion was probably influenced by a few par 
ticularly “bad” ads 

Real estate ads rated high with respect to “amount 
of information contained in the ad.” The average 
rating was a strong “good.” 

It can be seen that these people's general ratings 
of real estate advertising is much higher than then 
ratings of real estate salesmen (“What's Wrong With 
Your Salesmen” October JouRNaAL). And, it 1s 
only a fraction of the total ads that cause prospects 
to hold a poor opinion of real estate advertising in 
general. The remedy is probably to attempt by local 
moral pressure and education to improve the ethic 
of the fringe group that is causing the trouble 

A large share of the respondents said that the ads 
run by individuals selling their own houses rated far 
above real estate brokers’ ads with respect to “credi 
bility.” But. broker’s ads rated higher with regard 
to “information provided.” 

What about the specific criticisms these people 
leveled at real estate advertising? The chief criticism 
was that “the ads are too glowing and exaggerated.” 
Some of the objectionable plirases cited were: “a 
perfect gem.” “just what you have been waiting for, 
“an architect's dream,” “a perfect setting.” A naive 
house hunter who believed these phrases was so let 
down when he saw the property that. even though 
the house was quite acceptable, he couldmt get inter 
ested in buying. The result was a loss of confidence 
in the firm that had written the ad 

Later, these people began discounting all ads. and 
probably failed to respond to ads written in a calm 
and accurate tone. In time. they learned to spot the 
exaggerated ads and to interpret them in terms of 
their needs. But almost all the interviewees had ex 
periences which left: them annoyed, if not bitter 
toward the real estate field 

One person told about responding to a “glowing” 
ad which contained this final paragraph: “and in the 
rear of this lovely estate is a charming two-room 
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guest house 
an elderly 
‘home of 


just the answer for the family with 
mother-in-law who like a little 
her own near you’. When this prospect 
was shown the so-called “guest house.” he almost 
fainted. In his words. “It was nothing more than a 
slightly improved chicken house.’ 

Another person responded to an ad that raved 
about the “breath-taking view of the Bay” that the 
owner would have. The salesman showed her all 
through the house (which actually was a very nice 
house). After seeing the house, the prospect asked 
the salesman where the breath-taking view was. The 
salesman escorted her to the upstairs back bedroom, 
and, leaning far out of the corner window, said, “If 
you look right between the two houses across the 
street, you can catch a nice view of the Bay through 
the branches of that redwood tree.” 


would 


The second major criticism is closely related to the 
first. Too much stress is placed on the “unusually 
low price” of the house being advertised, when, actu 
ally. the price is right at market value or above 

A house is such a major expenditure, most 
people spend a lot of time looking at houses before 
buying. and soon get a fairly good idea of what a 
‘fair’ price is for a certain type of house. They say 
such ads really fool no one. and the only 
feeling of irritation and loss of faith 

The third significant criticism voiced by these 
people was that real estate ads frequently carry ina¢ 
curate statements about the house or its 
The people questioned said this criticism 
than “over-enthusiasm.” One illustration they gave 
related to the type of architecture, Often ads describ 
ed older homes as “cape cod” or “colonial” when the 
house could not. by any stretch of the imagination, 
be Classified under The 


result is a 


features 
Was more 


these styles of architecture 


ads were usually accurate in describing houses as 


“ranch-style” “modern.” or “contemporary.” but, 
evidently, the ad writers didn’t know any other style 
of architecture and used what they 
“oood-selling style name” for other 

Another example of inaccuracies was in describing 
the rooms. A “spacious family breakfast area” or 
‘plus breakfast room” would become a small vacant 
corner in the kitchen where two or three people 
could crowd around a card table for a bite of break 
fast. A separate “maid’s room with bath” was often 
an oversized closet with a tiny half-bath adjacent to it 

Frequently the neighborhood described as a “high 
ly desirable neighborhood or location” “very 
potty” or “erratic” location a conglomeration of 
houses greatly varying in size, type of architecture, 
price, and quality of landscaping 

Most of the people questioned in this survey dislike 
ads that omit the asking price. They particularly 
objected to spending their time looking at houses far 
beyond their means, and being embarrassed by lik 
ing the house but having to admit it is too much 
for them to spend. Also, they said that looking at 
“better” homes spoiled them for the houses 
being offered in their price range 


( onsidered a 
houses 


Was a 


these 


A general criticism frequently 
many of the ads just 


given that 
“didn't give enough informa 
tion.” The result is that many people, fearing to miss 
a good house. ask to be shown many houses that are 
not at all what they want. Both prospects and sales 
men waste a great deal of time. One person said, 
We were interested in buying a house in the medi 
um priced “Buick’ so confused by 
ads that we spent 90° of our time looking at houses 


Was 


class. but were 
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in the ‘Cadillac’ ‘Lincoln ‘Ford’ or ‘Chevrolet 
classes. | can’t think of another field of selling where 
this situation could exist.” 

One last. rather pointed criticism, was that many 
writers of real estate ads use too many abbreviations 
Such ads are probably easily read by the experienced 
broker or salesman, but for the average layman such 
abbreviations can be very perplexing 


Prospects Ad Suggestions 


At this point you are probably wondering, “And 
just what information does the prospect want in an 
ad or think he wants?” Here are some suggestions 
received from a large enough percentage of the pel 
sons questioned to be included in a list of “What 
prospects want in real estate ads:” 

1) A more factual, restrained approach they 

dislike over enthusiastic, glowing terms 

An accurate description of the architectural 
style if it is just a “house” then don’t try to 
label it with one of the classical styles 
) An accurate description of the “floor plan” 

Is it “central hall, ' 

Phe total living area in square feet, and an a 

curate description of the number of rooms. ‘This 
enables the prospect to determine fairly well if 


“reverse? 


the house meets his general basic requirements 
Although many of the prospects would like de 
tails about the dimensions, they realize 
that advertising rates are too high for that. But 
they feel that the above information, plus price. 
would pive them a pretty accurate idea of the 
house 


room 


The asking price almost everyone questioned 
is insistent on this point, and many also want 
to know the terms. They add, 
the ‘bargain’ prices 
yood buy.” 

The lot size, either in 
mensions. Kor most prospects lot size ds 
They want to consider 
the up-keep time and expense, or, in California 


‘Don't rave about 
unless it is an unusually 
terms ol acreage OF di 
ol con 
siderable significance 


the possibility of installing a swimming pool 
An accurate description of the location. These 
people realize that an exact location might dis 
close the house involved and lead to either di 
rect” buying or buying from a favorite sales 
man of another firm where the house is also 
listed. But they think the ad should truthfully 
give the general area and the character of the 
neighborhood. Many respondents also said they 
would like to know if the house is 
church, or shopping area 

Less frequently mentioned items, which might 
come under include: Amount 
pace, storage space, garage facilities 
construction, facilities. 


miscellaneous 
of closet 
type of 
many unusual features 
The this survey do not 
estate ad writer a sure-fire list of easy that are 
to sell The people questioned were 
probably over-influenced by the type of ads they 
condemn. Since itis very difficult to know what does 
influence people, the criticisms and 
this article should be 
mind. However, ads written more in keeping with 
the general attitude of the above suggestions should 


heating and 


results of yive the real 
rule 


certain houses 


uvvestions in 
considered with these facts in 


result in a more effective program of advertising and 
in the long run, create more confidence and goodwill 
for the real estate company which uses them 
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Homes Our 
Readers Are 
Building 


Florida real estate builder offers waterfront homes 


at moderate cost 


_ IE. concrete and stucco homes in Lauderdale Isles. 
a new subdivision built by the Gill Construction 
Co., Fort Lauderdale, Florida, are designed to interest 
medium-income boating enthusiasts. All homes face 
the waterfront and are built) on natural, fertile 
yround rather than on filled land, dredged from 
river bottoms 

The subdivision offers seven different floor plans 
in two- and three-bedroom models. The two-bedroom. 
one-bath homes which cover 1,100 square feet, sell 
for $10,250; three-bedroom, two-bath homes. cover 
ing 1,400 square feet, are priced at $12,750. Most of 
the completely landscaped homesites measure 60x 110 
feet. but larger lots are available 

All homes have attached carports; louvered glass 
windows, exposed, beamed ceilings; tiled kitchens 
and baths and monolithic terrazo floors. Three-bed 
room models are fitted with exceptionally spacious 
master baths, which have built-in Formica-top vanity 
tables, double mirrors, two linen closets and Crane. 
Kohler, or American-Standard fixtures. Homes are 
equipped with General Electric, Carrier or York ait 
conditioners, and Jet-Flow or Panel Ray gas-fired 
space heaters. Interior paints are Glidden; locks. 
Ne hlage 

Fach house has a large utility closet adjoining the 
carport, providing ample storage space for yachting 
equipment 

A total of 85 houses will be built 
about 65°% 


ocean or 


in this section, 
of which will be three-bedroom models 
\ completely furnished demonstration house featur 
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Fully landscaped Gill home shows natural pines and oaks which 
are left on property when possible to avoid look of rank newness 


Plan shows three-bedroom home with carport, large living-dining 


room, two bathrooms and ample storage space inside and out 


BEDROOM t— piNING TORAGE 
KITCHEN 
BATH |... 1 


HALL ‘ 


Lay | 


BEDROOM LIVING CAR PORT 


a a * “ae 
gy oat or — 


| BEDROOM 
= t 


ing General Electric 
early 





light conditioning was opened 
this season. 

Gill Construction Company advertising is concen 
trated in three media: Fort Lauderdale newspapers: 
Sun Colony magazine published in Fort Lauderdale 
and distributed throughout the eastern U.S. and 
Canada; and outdoor boards and directional signs 
The directional signs, which are placed along main 
roads leading to Gill developments, have been ef 
fective in attracting potential customers who are not 
reached by other advertising. 

The company also distributes a gayly colored book 
let picturing points of interest in and near Fort Lau 
derdale and displaying a map of the city to visitors 
free of charge. Since April the company has widened 
its publicity giving information on 
Gill projects are mailed to newspapers and maga 
zines in 22 states and Canada. The response has been 
yood from many parts of the country 
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Realtor-Builder David Bohannon features swim- 


ming pool with Westwood Homes 


VOMETHING new has been brought to the home 
KI building. home merchandising field by the David 
1). Bohannon Organization, one of the nation’s largest 
producers of well-designed. medium-priced. tract 
housing 
who centers his) construction work 
around the San Francisco Bay Area. is now building 
a 500-home community known as Westwood, in 
Santa Clara. Plans for the tract. which 
vear's award of the National Association of Home 
Builders for outstanding community planning. in 
clude a school, shopping center and park 

It isan this tract that the purchaser of a new home 
can find something unique in the “tract home” 
of development 


Bohannon. 


won last 


type 
a swimming pool in the back yard! 


Bohannon is merchandising homes stmilar to the 


one illustrated by making available an inexpensive 
backyard swimming pool which, with a filter system 
can be installed for as little as $1,650 

The new type reinforced concrete pool with an 
algae resistant plastic liner is the central feature of a 
landscape plan that utilizes practically every inch 
of the 72x95-foot lot to provide a maximum of out 


Big attraction of Westwood model home 
swimming pool with filter 


is the S1,650 concrete 


ssstem and algae resistant liner 


door living and privacy 


upkeep 


along with a minimum of 


three bod 
eparate dining area 


Phe Westwood development home has 
rooms, oversize double garage 
foundation cedar 


hingle roof, blower-type furnace and Philippine mia 


hardwood flooring. conventional 
hogany on the living room fireplace wall 
Phe house sells for $12,050. All of the floor plan 
are the same, except for one model which 
lavatory off the kitchen. sells for $1 3.900 
Ronald I 


Hon 


with a 


Campbell. vice president of the Bohan 
calls the Westwood development 
ba j bh 


wiring pool 4 


orvanization 


country club living on a budget price 
reports that the new type 
the average backyard and “by combining its low 
price with the low price of the home 


elling every the tract a 


ideal for 


Bohannon 4 


unit oan oon as it is com 


pleted 


Pypical ranch house in 00-home Westwood deve lopment in Santa 
Clara, California. Plans include school, shopping center and path 


4 














How often do your salesmen talk themselves into 


a sale and right out of it again by failing to recog- 
nize the right moment to close? Experienced sales- 
men know there is no one set of rules, that it takes 
alertness, common sense, and knowledge of selling 


fundamentals. This article will give your sales 








By Ray H. ARNOLD* 


Earl F. Thayer Company 
Toledo 





for Clinching Sales 


YHOWING a home is not a pienic. A sales inter 
kJ view is nota parlor game. Both activities are op 
portunities to 
THOney 

In selling a home, the fundamental principle is 
that the master closer builds toward the major deci 


render others a service and earn 


sion from the beginning of the presentation and 
howing ol homes 

Phe “close? is not a thing apart from the sales 
process. Normally, it is the climax of an interrupted 
sales story. A happy ending is possible only when all 
other parts are adequately developed and skill is em 
ployed at the end. 

At times, however, the closing of the sale is not 
Casy 

When the going is rough, the ace closer is ready 
and able for the task because he is equipped with 
ideas and methods he can use in the various closing 
situation 

\s a salesperson, if you understand the principle 
and methods of the “close.” as it effects a contract 
between the buyer and seller, as well as you unden 
stand the other aspects of selling. you should reach 
the final step with no anxiety or fear. You should be 
tactful, and diplomatic 
Knowing that you have performed all the other tasks 
involved in selling, you are confident that the final 
decision will be favorable 

During home showings, most of the selling takes 
place when you point out the relative merits of the 
home being inspected 


cool calm. considerate, 


Closing is the key to the entire effort 

Unless it is managed intelligently, all the time 
consumed is flatly wasted. Closing is acknowledged 
to be the most important part of the sales process 
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Many salespeople declare that closing the sale is their 
weakest skill, the one they struggle with, the phase 
of salesmanship concerning which they seek full 
information and insight 

As a general rule, your judgment is no better than 
your information and experience, and your under 
standing of the information and interpretation of the 
experrence. 

Broadly, success in closing depends upon your 
ability to cause prospects to perform five essential 
steps, namely 

1) Obtain an adequate conception of the property. 

2) Have a clear understanding and appreciation 
of the values of the property 

3) Weigh the evidence you have presented favor 
ably 

+) Know just what they must do to buy the home 

}) Arrive at a conclusion resulting in purchase. 

Water is not adequately evaluated by saying that 
it consists of two parts hydrogen and one part oxy 
gen. The great thing about water is its many uses. 

Buyers of homes are interested in the construction 
of the house and the uses that can be made of it. 

In the closing part of the sale, it does not seem 
necessary to review all the data, but only such data 
as are essential to the purpose in hand. These es 
sential details depend largely upon the reaction of 
the buyer. 

Prospective purchasers of a home want to feel 
satisfied that the home will do for them what their 
minds and hearts desire. People are moved by vari 
ous impelling motives as well as by 
through deliberation 


reasoning 


Copyright 1953, Prentice-Hall, Inc., New York), pp. 1-10 
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The old haphazard “high-pressure game” is gone 
The slapstick days are chapters in the folklore of 
selling. Closing now demands caution, integrity, and 
Sagacity. 

It is well to remember that desire is seldom real 
unless the home-hunter is able to gratify it. If you 
have genuine selling ability. you will discover when 
desire is fully aroused. Unless you are alert, you may 
pass by the buying point talk too much, think too 
little. Much depends upon the selection of values 
features, advantages. comforts, conveniences, pleas 
ant surroundings and neighbors, and your manner 
and method of relating them to the individual mem 
bers of the family are all extremely important. 

Make a test by asking a leading question such as 
“The size and arrangement of this kitchen is espe 
cially good, isn’t it?” The answer may indicate that 
the prospect is ripe for picking. As you walk from 
room to room, to the basement. around the grounds, 
be wide awake observe the values that impress 
buyers the most. Gear your test questions to these ab 
sorbing interests when you make your trial close. 
Avoid being premature. Some minds operate rather 
quickly, others slowly. After you have done a good 
job of selling, try out the prospect's desire. Do not 
place the cart before the horse. Adapt yourself. Be 
convincing. Be persuasive. Be pleasant. Be patient. 

You must make purchasing as easy as possible 
All needed information should be given; all points 
of uncertainty cleared up. 

When desire is surging and action is evident, the 
prospect is in the “buying mood.” Do not wait any 
longer. ‘Try to close. 


Competence in Closing 

Joseph Howe enjoyed the reputation of being a 
very good salesman and an ace closer. He was a tall. 
mild-mannered. neatly dressed individual with a 
pleasing, strong personality. Howe was friendly, a 
man who could create and inspire confidence quick 
ly. His easy style was natural for him, never fiery. 
but firm, forceful, and persuasive. He gave the im 
pression that he knew what he was talking about 

Thomas Baker, a beginner in the real estate field, 
was assigned to Joe for general instruction and train 
ing as he served as supervisor for the Carey Realty 
Company. One evening, Baker was given the oppor 
tunity of observing the supervisor in action 

As they rode along in the car. Baker listened to 
him. “In closing, lack of correct answers to important 
question is one of the crimes of omission. If you do 
not know the right reply. it is wise to admit it. ‘I do 
not know exactly but IT will find out and advise 
you’. 


The supervisor stressed the importance of adapt 
ing oneself to the attitude of the buyer. He followed 
the prospect carefully and thoughtfully, looked him 
in the eyes. gave him undivided attention, sympa 
thized with the speaker. and agreed with him as 
much as was advisable. 


The Key to Success 

While walking leisurely from the car to the home 
of the prospects, Baker asked Howe several questions. 

“Do you think closing is the most important phase 
of the sales process tg 

“Yes, it is.” 

“How did you acquire your skill?” 

“Through study and experience, and by listening 
to others tell about their failures and successes.” 

“What is the key to success in selling real estate?” 
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“If you want to be successful as a real estate sales 
man, you should realize that you have a mission to 
perform go about your work with understanding. 
honesty, and enthusiasm so that you may impress 
those with whom you come in contact 

“Put yourself wholeheartedly into your business 
Make a study of it. Study people. Put yourself in the 
other man’s place. Adopt what is called the ‘You 
Attitude’, As you know, a real friend thinks of the 
other fellow’s point of view first. Serving is every bit 
as significant as selling. You can learn much by just 
listening to people 

“When Ambassador Morrow called on President 
Calles the first time, he merely passed pancakes, 
praised the cooking. lit a cigar, and urged the Presi 
dent to inform him about Mexico 

“Learn all about selling. know your property, the 
ways to influence people. and work out effective 
means of closing sales.” 

Mr. and Mrs. Sanders were reading in the living 
room when the two men reached their home 

The Sanders had inspected a four bedroom brick 
home on the boulevard, overlooking the ravine. They 
had seen an advertisement of this home several days 
hefore in the local newspaper 

Howe phoned for an appointment in the morning 
of the day for this interview that he hoped would 
end in a sale 

The supervisor was thoroughly familiar with the 
various closing methods. He knew the importance 
of the right kind of question 
affirmative answers 


those designed to get 


How to Conduct the Closing Interview 

After the customary exchange of greetings, Howe 
asked (rising inflection): “When you were looking 
at the home on the boulevard, you stated that your 
family needed a four bedroom home and that it must 
be brick?” 

“Yes, we need four bedrooms. And we want to get 
away from painting a brick house is the only kind 
we are interested in,” said Mr. Sanders 

Notice that the supervisor began the closing inter 
view with a comment Mr. Sanders previously had 
expressed, In doing this, he appealed to pride. He 
wanted to get Mr. Sanders’ ideas out in front, ex 
amine them, and use them to their mutual advantage 
if it was at all possible to do so 

“You indicated, if | remember correctly, that you 
desired a four bedroom brick home in this vicinity, 
overlooking the ravine.” 

We like the view where the brick home ts situ 
ated.” added Mrs. Sanders 

Mr. Sanders spoke up: “I'm wondering how good 
the furnace is? Would it be wiser to install a new 
gas furnace, or a conversion gas burner? Do you 
know the cost of a conversion burner?” 

“Depends on whether the burner is oil or gas 
fired.” 

Howe mentioned $250 as a probable price for a 
conversion gas burner. It was agreed that the heating 
problem could be worked out later. The supervisor 
did not try to sidestep the question. He knew that the 
best way to handle a possible objection is to answer 
it. The bedrooms, kitchen. bathroom, basement, lot. 
and landscaping were all discussed 


The Tryout Close 
Howe ventured a tryout close: “If you made an 
offer on the brick home, would it be necessary for 
you to sell your home here?” 
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“We svould wish to sell this home, of course, but 
there is only a small mortyvave on it about $2.000 
We could make the down payment on the brick 


home if at were not too high 
Howe picked up the cue immediately. Opening hi 
he vathered up two booklets. one on FHA 
mortyages. the other on monthly with 
15-, 20-. » year payment period 

Being careful how he phrased his questions, the 
Upervisol How you perfer to 
finance the home if any offer you make ts accepted?’ 

Whiat 4 the HA 
and other loans? 

Phe loans were clearly explained to the prospect 
Phen addressing his wife. Sanders exclaimed: “LT be 
heve the FHA loan would be acceptable, don’t you 


dear? 


brief case 
installment 


and 2 


queried would 


difference between an loan 


The down payment; monthly installment, includ 
nig principal and interest: mortgave insurance pre 


mito: fire insurance. including extended coverage: 
and taxe all calculated on a monthly basis 
were comple ted by Hlowe. Mero and Mrs. Sanders 


and found them to be favorable 


The Problem of Price 
The The problems of olfer 
and price acceptable to the owner 
olved 


Phe listing price of the brick home was $25.000 


tudied the total 


ale was not yet made 


were still to be 


Vir. Sanders felt) that $23.500 was a good price 
for the home 

Howe was familar with the process of negotiation 
that sometimes occurred between the buyers and 
owners. He wanted to put something in writing and 
have at signed 


He did not quibble about the $23,500 offer at the 


Linn let well enough alone. one thing at a time, 
Wal hi philosophy 

Twill do the best possible with your offer, [as 
ure you. Asking price is $25.000. We never know 
exactly what owners wall accept until we submit a 


hona tide offer with a substantial deposit 

Pounsure that your offer will receive serious con 
ideration by the owners, believing they have a 
for certain, would you make a deposit of S1.0002° 

\fter some discussion on this pomt, the Sanders 
consented to write out a check for S1t.000; additional 
deposit of ST.O00 Upon acceptance 

The first offer of S23.500 
owners 


ale 


Wa reyected by the 


How to Complete the Sale 

Vn ace closer, like an ace yolfer, Is very good jn 
the use of his tools 

An ace golfer is good: driving off the tee; on or 
off the fairway: approaching; chipping; putting 

The putting area ol the golfer and the closing 
tage of the sales closer have much in common, How 
pood are you at putting? How good are you at clos 
ing a sale? How many putts do you need on the put 
ting green to make the hole? Hlow many trial closes 
do you need to make the sale a sure thing? 

Supervi on Llowe needed Iwo closes oO complete 
the sale. Would that make him an ace closer? What 
do you think? 

When he returned to Sanders. alone, with a count 
er offer for $24,000, he experienced some difficulty. 
Vis Sanders felt a reduced price from the 
oriwinal $25,000 was in order because she wanted to 


sale 


redecorate the rooms 
Howe thought it was prudent to compromise in 
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Taking nothing for granted. he decided 


elling features 


rhe Way 


to Sunmmumarimze the main 


It is my understanding that you and Mrs. San 
ders desire to make a change of home. and that you 
ike the brick home on the boulevard 

You feel you need a four bedroom home 

You want a larger. more modern kitchen with 


ample cupboards, with which this home is equipped 


The bathroom has ceramic tile on the floor, and 
on the walls up to the shower. and you are partial 
o this seature 

Your present home has a dinette, whereas the 


brick home has a spacious dining room such as you 


fee! you must have in any other home you buy 
The basement is so arranged that you can easily 
rake a recreation room down there for use in winter 
is you suggested 
) 


Phe lot 


wider and 40 feet deeper 


larger than your present one 25 feet 


Phe garage is a two car garage. one ide of which 


you can use for storage 
The four bedroom brick home you have made an 
offer on combines the features vou have been want 
Phat is ; 
Four bedroom brick homes in 
looking a ravine are very difficult to find 


Here 


tating their actual 


inv for some time true. asm t at? 


al woode d areca OVE T 
igned by them 


the owners’ counter offer. 


elling price 


Your signatures will make the offer bona fide. 
certamty. You wall take POSSESSION as SOOT a the ap 
plication for the FETA loan is serviced 

Howe then took his fountain pen from his vest 
pocket and handed it to Mr. Sandes 

Cordial feelings were shown by the buyers and 
Howe. as the SUperVvisol departed for his home 

When in his car with Baker. the ace closer added 
ome thoughts Match the property and the pros 
pect. Baker. Be careful what you say and how you 
avait. Dont hesitate. Go right to vour coal wrap 
it up 
Home Safety 

radiator soit is rot possible to touch the electric 


unit and the grounded metal at the same time 
eln the bathroom, non-slip flooring and 
cally placed grab-bars are recommended 
eA mixing valve with a single 
will prevent scalding 
eProvide a special locked) and = lighted compart 
high enough to be out of child 


trategi 


control on shower 


ment for drug 
reach 
throughout 


the house should be ade 
quately designed for specific purposes and locat 
ed near the article stored 
Falls happen when storage space | 


difficult to reach 


eStorage 


where will be used 


( rowded ay 


Prevent Fires 
e Make sure roofing material is fireprool alumi 
Hum, Copper and other metals o1lve best fire pro 
tection 
eProvide the house with at least two outside water 
threaded to take 
garden hose Ith Case ol emergency 


faucets, one on each side. the 
ulficient to 


carry peak loads and that the entrance box is in 


elnside. be sure electric circuits are 


a readily accessible position 


eProvide separate circuits for laundry-utility and 
for kitchen-dining area 
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Give the bath room 





There's no room for the cramped-up bathroom in today’s competitive market. With a little more space, 


well planned with attractive fixtures, the bathroom can become 


a major sales feature. Here’s what you can do to pack more salability into your bathrooms 


convenience features im kitchens and bathroom ay 
have much to do with how well a home sells or an 


apartment rent They know the average pro pect Mg oa 
vants a home which has ample bathroom facilitie 
erve more than one person at the same time 
Just such a bathroom is pictured here 


R! AL ESTATE builders and managers know that LAY jj) / = PR v/ 
; i = ” . 


It provide 
the efficiency and privacy of 


wo bathrooms at littl 
more than the cost of one 


making it po sible for a 
many as four members of the famuly to use the room 
t the same time 
( bh Counter 
lop lavatory a hiding door for the closet and a 
mple draw curtain around the bathtub do the trict 
| tub enclosure is made 


ored laminated pla the 


} 
mipartmentalizirg | Thue 


attractive with walnut 


Other appealing feature 
baseboard heatin rubber tile floor 


rece ed 
thing Jight 





How to Make 
Rehabilitation Pay 


You can buy run-down properties and rejuvenate them for sale at 


a profit. Or you can analyze them for modernization, and sell your 


management services — plus the rehabilitation program — to good 


advantage. So says Realtor R. Gordon Tarr of Cincinnati. He has 


received as high as 18°, return on such investments. And his com- 


pany finds that this activity also brings in new business for its 


management, brokerage, building and insurance departments. How 


do you do all this? Here are this company’s time-tested methods 


| MHABILITATION of run-down income proper 

ty can do more for your business than you think 
In Cincinnati Realtor BR Parr of Walter H 
Parr & Son. says rehabilitation program 
brought in new management busimess., mereased his 
maintenance supervision department, built up sales, 
And he has 


rehabilita 


Gordon 


his has 


and helped him write more insurance 


received returns as high as 189% on his 
ion aivestments 

You don't need to be in the management business 
work There 


plenty of opportunities to get started from: seratch 
Here are ‘Tarr 


lo get started on rehabilitation are 


method 


Make a Survey 


survey or study of the area where 


hind run down properties which 
sound, but through neglect 


Start with a 
you wish to work 
are structurally deferred 
maimtenance. or lack of professional management 
VMiake a thorough 
all which 
require attention, Contemplate how the property can 
best be modernized with inside private toilets. baths, 
showers. hot white enamel sinks. Keep in 
mind that there are economic limits to rehabilitation 
Some areas will justify installation of dishwasher 
and disposals, while in other areas it may only be 
sound to mistall miside toilets and shower stalls 

Rental for the improved accommodation should be 
estimated so that you dom't over improve. Plan with 
a plumber where new plumbing can legally be locat 
ed to keep the property in compliance with code re 


have been allowed to deteriorate 


inspection of the property. noting items 


water, 


quirements In most cases windows can be cut and 
partitions built to house the new plumbing facilities 

Generally, fire escapes are in need of a thorough 
repair job. Many properties have been split up into 
small units and old fire escapes no longer are ade 
quate for the number of families living in the build 
ing. Extension of addition. of bal 
comes often will comply with building code require 


balconte: a new 
ments 

Falk over the proposed changes with officials of 
the building department and planning commission 
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of the city to be sure that no public improvement is 
As a rule. 
such as parks. play 

schools are a long time between 
Rehabil 
tation can be done in a couple of months and its cost 
written off long before such projects are ready to 
start. The property is just that much more valuable 
to the owner and, in’ the meantime, the occupants 
have had the benefits of safe. decent. sanitary hou 

Ing at no expense to the taxpayer 


to be located on or through the property 
the 
vrounds and new 


most. of Improvements, 


the drawing board and actual construction 


‘Tart 
try to 


Before going too far in the survey 
that 
selling agency agreement 


sugyvests 
and 
if the owner is not recep 
tive to selling, propose that he 
ment including the rehabilitation 
gram. Show him how modernization and repait 


you contact the owner negotiate a 


VIVE 


2 you a 


manage 
agreement pro 
will 
bring him increased revenue. more than justifying 
its cost as well as the management fee. In this way 
you will not have wasted time making the survey 
When he talks about a particular part of the prop 
erty, you will have an intimate knowledge of what 
he means and how you plan to remedy it 


Take Pictures 
Back up your ales pictures of 
before” and “after Youll be sur 
prised how effective these pictures can be and how 


promotion with 


from other jobs 


it eases the sales ob. Some owners haven't seen then 
fon and 
condition. Tarr says he uses a Polaroid Land Camera 
because it gives him a picture within a minute after 
itis taken and he knows he has picture before leaving 
the property 


property years don't realize it 


deplorable 


Get Estimates 


estimates of 


After 


fairly 


(set as many cost as you can 


doing a few of these jobs you begin to vet a 
good idea of what it will cost to rehabilitate a particu 
lar property. With this cost in mind you can judge 
better what price an investor can afford to pay for 
the undeveloped property. Every broker has a pros 


pect list which can be dusted off and put to work 
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Expenses on Four Typical 
Rehabilitation Jobs 


Walter H. Tarr & Son, A.MLO. 
Cincinnati, Ohio 


Number of 
Number of 
Months 
inde 

Monthly 
no control 


Trerease per year 


units gi 5 
1 OMOTHES 

rent wetore 
rent control 
rent “attes 
Tnicrease 


(.ross return on 
expenditures 
Number of 


to write 


Vvcears 
ofl 
Types of work done 
Plumbing (oneludin 


walls and fixture 


Plastering, masonry 


Carpentry (windows 


floors, and st 


Root 


blectric 


irs 
Gutters 

Wiring 
Installation of Gas servi 
hive 


Paimting and Decorating 


Spouting 


bscapes Tron Doors 

interior and « 
Hauling Rubbist 
Miscellaneous 


} ily! 


Verio 

" 
mochucin 
mig > bunt 


PON 


ilitation 


} 


rehabilitation 











interest 
By 
you can be certain of the Management and 
thre 


find that » take an 
some of the property yourself. a 
dome 


the 


You may vou Want t 


a partner 


ame time show prospect your sincerity 


Plan Your Financing 
Financing of rehabilitation work 1 
blo k Vian 
lend money on property which is 
Many local building and loan as 
have a set policy against lending fund 
They remember the trouble 
in the depression of the thirties. However 
if you look up the records, you ll find that very few 
lost any sizable amount 
As agent for several banks and building a 
clations. Walter H. ‘Tarr & Son took over the man 
avement of 


often a stum 
hesitate to 
blight 


oOclation 


bling financial istitutions 
located in 
ed ; areas 
on propertie 
and fore 


in these areas 


( losure 


even Where they had to fore 


Close 


some properties which were foreclosed 


In every case the unpaid balance wa from 


later 


paid out 
income and these old at a 
profit 

Phere are some a 
Dart sayvs 
ed usually 


properties were rine 


soclations who v 


loans that those with whom he is associat 
pecily that the loan wall be 
firm has the 


\ management 


vranted pro 
the property 
nouip which bind 


vided hi management of 


agreement is draw 
the borrower to have Tart Miahagve the property a 
long as the loan remains unpaid. Interest 1 
a little higher (514‘ to 6.249 than that charged 
When buyer 


a per onal call on the board of 


1! 
Stl le 


On construction and seller avres 


Part 


newey 
on price, make 
the building and loan a 


Here the 


ociation to present the appli 


cation agai before and “after picture 
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better off f 
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final 


ment 
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l he 


tater 


Come 
the 


sé heduled th) «ill 


of al pore en 


Imiproveme:nt 


rable 


Miore de 
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cial clause referring to charges for 


who 


a small 
worl 


management 


he ( harged 
1) On a 

thy 
for t 


ork 


tracted 
price 
better w 
L hie 
the return 
job ast 
result 


itl 


estate firm 


Tuapsatae 


1 tO pay fon 


ntere 
estimated 


ammount 


LPLC anne 


farther you » anit 

i 
economically 
Rehabilitation 


mid da ling 


rehabilitation relatively 


thre 


Wile 
owner to forego 
the needed 


vel ATLY  TECannne 


provement 


Set Up Owner's Budget 

the ow 
the tenants of 
Budget 


bx poe nses for maimtenance and 


many cases where ners are litthe 


inancially than some of 


mw property. Tarr has set up a 


il plan 
{ taxe 


and principal Histibahice and 


and set aside from. current imcome 


monthly check 
twelfth of the 
Thi aitrahive 


OWher receive al regular 


be 


cle preciation 


estimated to one 


before 
the owner an uninterrupted flow of an 


balance not actually hown on 


nt each 


pent 1 
month allowing repairs to be 
Often 


needed 


orderly manner 
the 


loan ypust 


refinancing 

funds for 
that much 
View pot 


t loan wall upply 
thre 


lender 


rial oy 
thie 


and 
from 


Charge Supervising Fees 


management agreements provide a spe 


repair work, ‘Tar 
crew of maintenance men on the payroll 


are to 


Maintenance 
that 
mall material 
On work that 4 
charged 10 of 
Owner are assured. of 
what the contract calls for 
rehabilitation, the faster 
l¢ bart 1 Do as complete a 
oull see the best 
ONT proce mic 
alter year. Tt offers the 
Pronties thi osevaennecdicate 


brut 


under a upervisol 
agreement 
11)‘ over actual cost « 
tual cost of labor 


owner 4 lt) hye 


pecihe OWwnel 
and 
qo 
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he supervision 
and of vetting 
acceler: 
nun anid 
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a new 


1hie 
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What's the difference between “assessments” and “special assess- 


ments?” Why ts it unwise to use 


a rubber stamp signature? When 


do courts Correct a W rong description in a deed? Here are the answers 


N talking about real estate, some 
the 
when they mean “special 
assessment This may be due to 
a lack of knowledge of the dis 
tinction in and it may 
lip of the tongue. It 
be due to thoughtlessness 


people tse word “assess 


ments” 


meaning 
be due to a 
rhleiy 

\ lawyer. in dictating a lease, 
isapl to say, 


The lessee covenants 

pay all 
If he meant “special 
assessments” he has put his foot in 
il Neverthele he pt obably 
meant ments” be 
and 


agrees to taxes and 


ASsessmients 


special asse 


cause to ay tare ASSESS 


senseless 
Judge Cooley im dni 


ments 4 
k on the 
law of taxation defines at 


An asse 


iy 1 ano 


rien tricthy peak 
the 
constitute the 
of an apportionment of a tax 
between the mdividual subjects of 
taxation within the district 


ial estimate of 


tinn which are to 


Past 


As the word is more commonly 


employed. an assessment consists 


in the two processes ol listing the 


. to be taxed 
sums which 
are to be the ouide In an appor 
tionment of the tax between them 


persons property, et 
and of estimating the 


\ “special assessment is a tax 
levied. not for a general purpose 
but for an improvement conferred 
on the 
its value 

In the case of Ayers vs. Rudd) 
194 App. 438, the court said 

‘To hold in this case that the 
word sments’ appearing in 
this lease was intended to include 
Spec ial 
benefit of the prop 
to hold that the 
that the les et 


' 


te mCcrease Wn 


property which increase 


asses 


assessment levied for 
rty. 
intended 
hould pay for all 
the de 


Way ol 


partie 


value of 


mused premise made by 
ment during the term 

the lease. which ould be 
rea onable 


I think it would have 


prere ial asse 


lin 


if the court had said “we 
dom't know what the parties meant, 
but we do know what they 
and what they said count 


realist 


said 
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| {" saved time alright. He had 

a rubber stamp made with 
! He Was ce 
you can't tell the 


defy you to ay 


his facs mile 
lighted. saying 
diiierence. TH 
hoch one | signed and which one 

ned vith the stamp. He de 

fie | hi fas 
cepted the cl 
to a piece of property that 

ned and signed his name to 
with the stamp. Then she sold 
bona fide pur 
for value. and flew the coop 
boy But vou can't 
1 title by a forged deed can 
but Im not 
0 sure about it in this case. When 
it within the power 


nature 


wrapher. and she ac 


tallenge. She made out 


property to a 
chace 
with her friend 
make 
rally not 


you? Gen 


a person 


of another 


put 
to commit a fraud. he 
may be responsible for that fraud 
Didn't he 
his stenographer to 
fraud? Did he make her the cus 
todian of the stamp? Didn't he say 
that the stamp wa 0 like 

Vn ignature that no 
could tell the difference? Isn't. he 
estopped from denying that at 4 


put it in the power of 
commit. this 


one 


his signature? Since either he on 
an “innocent grantee must suffer 
shouldn't it be he? He 


buat 


saved time 
T wouldn't take the chance 


KF the parties are dealing with 

one piece of property, but by 
mistake the deed described a differ 
ent piece of property, that would 
be a mistake of expression, and if 
either party 
a court of equity would do so 


refused to correct it 


Che rule is otherwise when the 
made 
valuable consideration. In the case 
of Kenos vs. Stewart, 138 Cal. 112. 
a wife prior to her death conveyed 
her real estate to her husband 
that he thought she did. but it 
was discovered that the deed con 
tained a wrong description. With 
out the deed the real estate would 
descend half to the husband. and 
half to mother of decedent and the 
husband brought suit 

Phe court adhered to the rule of 
law which is 100 old \ 
court of inferferes to 

mistru 

furtherance of jul 
) pres 
injustice. In this case by 
] 


deed, 


conveyance is not upon a 


years 


equity col 


rect 


ao mistake in a written 


ment only in 


tice and ent fraud or some 


refusing 
no fraud ora 
She 


to correct hy 


justice done to appellant 
has lost nothing because she paid 
the deed She 
has been deprived of nothing the 


oa would otherwise give her 


no consideration for 
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Thice compartments ino this half-wall have sliding 
doors, hold all kinds of difficult-to-store items like the 
radio, record player and records, scrapbooks and games 
The built-in serves as an attractive room divider be 
tween the kitchen and front room, takes up little space 


Laborsayving, rollhaway cart fits snugly beneath kitchen 
cabinets, out of the way. Complete dinner service and 
food can be loaded on it and wheeled into dining room 


Narrow counter built under cupboards has six small 
drawers for cosmetics, accessories, jewelry. In the roomy 
cupboards there's space for blouses, sweaters, lingerie 
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Buyers Want... 


A Place 
for Everything 


A home with built-in storage features will often 
defrost a buyer's most frigid sales resistance — es 
pecially if those features are planned with space 
saving in mind. These three storage and labor-say 

ing ideas offer your salesmen strong talking points 


ep me 
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By E. H. WELTER, Tax Editor ~ 


AN ESTATE HOLDING REAL, 


estate for ale in the process of 
liquidation should study the deci 
ion of the District Court, Southern 
Division of the Northern District of 
California Sullivan, DC Calif.) 
Carrying charges such as property 
taxes and mortgage interest were 
allowed to be capitalized regard 
less of the rental income received 
from the property before its sale 
Similar 


in tax returns filed. but where no 


items used as deductions 
tax benefits were derived, were al 
lowed to be excluded from taxable 
mcome from the sale of the prop 


erty 


FUTURE 
eliminated by 
(duals 
countered which emphasizes 
importance — of 


TAX PROBLEMS 
planning 
a tax problem is en 

the 
plan 
rings dnb rnCome tax administration 
Phe taxpayer is so anxious to dis 
miss his daily tax problems that 
he forgets about the possibility of 
it “bobbing” up an the future with 
added kor example 


today’s 
olten 


long-range 


complexity 
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39¢ (0 OSE [rt of 100 
Write mal Discounts 


ENAMEL PRINTERS, Inc. 


Dept. A 619 E. Main St., Richmond, Va. 


ALG 


Ov) 
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current provision can be made for 


1) Having properties appraised for 


their fair market value if they 
have been inherited even though 
the estate had no tax liability: 
2) Dividing the cost of land 
from buildings by proper ap 
praisal where the two have been 
purchased as a unit. This is im 
portant for proper depreciation 
purposes currently and provides 
the proper valuations if the prop 
erty is sold in the future as be 
tween depreciable and non-depre 
clable assets; 3) Setting up sepa 
rate valuations when two proper 
ties are received in trade for a sin 
gle unit. One of them may be sold 
in the future or a separation in 
values between land and buildings 
is necessary for depreciation pur 
poses. It is important to have all 
such values sound and not just ar 
bitrary adjustments. 


FOR THOSE TAXPAYERS 
contemplating a change in thei 
accounting period, the regulations 
have been amended to simplify the 


procedure. For example if the tax 
payer has not requested a change 
in the past five years and it has 
been three months or less or nine 
months or more since his last re 
turn was filed, no request is ne 
essary, providing the annualized 
short period net income is not less 
than 80% of the net income of the 
preceding year. Where consent is 
required application can be filed 
15 days after the close of the short 
period. Previously it was required 
that approval be requested 60 days 
before the close of the period 


CASUALTY LOSS OF TREES 
For the property owner who may 
have had a casualty damage to 
ornamental or shade trees, Agri 
culture Handbook #52. “The 
Small Timber Owner and His Fed 
eral Income Tax’, should offer 
some valuable suggestions on re 
covering part of the loss. Usually 
the deductible amount on such a 
loss is the replacement cost. Cau 
tion should be exercised in getting 
the deduction in the year of occur 
rence of the casualty loss and all 
supporting facts should be offered 


EMPLOYEES OF A TAX EX 
empt institution can have then 
employer purchase annuity con 
tracts with their earnings and 
have the earnings excluded from 
taxable income until the proceeds 
of the annuity contract are actual 
ly received. See Revenue Ruling 
#181. The institution named above 
must be exempt under Code Sec 
tion 101 (6 Every employee of 
such an institution who has earn 
ings in a high tax bracket and who 
intends to buy an annuity should 
check this revenue ruling. 





Baked Enamel on 30 gauge Metal 
“Write for FREE SAMPLE, Illustrated 


viterature and Prices’ 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 











Correction to Prefabricated Home 
Manufacturer Chart — October Journal 
Modern Hlomes ¢ Michi 
an, sells it d builders 
the 
who have exclusive 


orporation, Dearborn 
homes through 


When the 


sells through dealer 


suthorize 


exclusively ituation Warrants 
Company 


anne titse 


AAA-1 rated Jr. Dept. Store Chain will lease or 
25 to 60 ft. frontage in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co 
operation invited. Edw. Mitchell, 276 - 5th Ave 


buy 
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What YOU own for what YOU prefer 
NATIONALLY 
inter-City, Inter-State, Foreign Countries 


PALM SPRINGS 


Rental accommodations: Hotel, Units, Resi- 
dences, Exchanges: CHICAGO, NEW YORK 
and HOUSTON for SO. CALIF., PALM 
SPRINGS, or WEST COAST. Courtesy to 
operators and realtors. CASH-OUTS in your 
community. Have CASH buyers six, seven, 
eight figures; unearned increment and poten- 
tial. Since 1923 


LAKE TAHOE PROPERTIES 
Read our advertisement each Friday in the 
National edition of the WALL STREEI 
JOURNAL. 
HEFFERNAN LAND CO., INC. (Realtors) 
Drawer ‘CC’, Palm Springs, Calif. 
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As president of the George A. Probasco General Contracting Corporation of 
Reno, Nevada, Mr Probasco has been largely responsible tor cle veloping sore 
of the finest subdivisions in both Reno and Sparks, Nevada. Two recent sub 
divisions, one in Reno, the other in Sparks, will total more than 1,000 homes 
Mr. Probasco its a member of the Associated General Contractors, a past 
president of the Independent Contractors of Northern Nevada, and a director 
of the Sparks Nevada Chamber of Commerce. He is active in the Ren 
Chamber of Commerce, is athliated with the Reno Board of Realtors, and ts 
Chairman oft the Board oft Adjustment, Reno Planning Commission 





“We consider PERFECT HOME an invaluable 


aid in our field’ 


Says Mr. George A. Probasco, Nevada homebuilde: 











“Pekrect HOME Magazine certainly pencil points the full meaning of 
home. It highlights our efforts in serving and housing the prospective 
home owner. PerFect HOME not only interests those seeking a home, 
but also appeals to many others, creating new interest within and 
around the home,” says George A. Probasco, President of the George 
A. Probasco General Contracting Corporation of Reno, Nevada. 

Enthusiasm such as that expressed by Mr. Probasco is shared the 
nation over by leading real estate, homebuilding, and home financing 
organizations. PERFECT HOME is a community force, edited for key 
people whose zones of influence will build the highest public confidence 
for you. It promotes the “home idea.” It connotes quality, fair deal 
ing, high ethics. It commands readership with skillfully written articles 
and sparkling photographs of the latest in home design, furnishing, 
and equipment. 

National in scope, Perrect HOME is local in application, becoming 
the sponsor's own publication. Editorial, art, and other preparation 
costs are shared among Perrecr Home users throughout the entire 
nation. Local reproduction and mailing costs are spread among the 
selected, reliable building factors who are invited into the program 
and who gain in prestige and goodwill from its use. 

A limited number of exclusive, annual renewable franchises are 
available to organizations of unusually high qualifications. If you are 
interested, address your inquiry to 


STAMATS PUBLISHING COMPANY CEDAR RAPIDS, 1OWA 
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Persistence Doubles His Listings 


If listings are your problem, perhaps your salesmen 
aren't tapping all possible sources. An Indiana 


realtor dug for new sources, doubled his listings 


| AVE you reviewed your methods of getting 
property listings lately? Are there any sources 
you ve overlooked? 
Here's sud Bryan, realtor in Bloomington, 
Indiana more than doubled his firm’s listings last 
year 


how 


Kirst, he uses a rather novel direct mail approach. 
Bud selects a specific neighborhood and then decides 
which properties would most likely be listed. A form 
letter telling them about 
inquires from families who are interested in buying 
property that neighborhood. A typical 
letter reads 

Ou 
famulhies 


yoes out to these owner 


located in 
firm 


who 
neighborhood 


has had three or four inquiries from 
would like to buy a home in your 
Probably there are some homes that 
could be obtained for new owners. Even though new 
homes are being built rapidly there is still a strong 
demand for older homes at a high market price 

If you are interested in selling your home or in 
discussing the present market values with the possi 
bility of selling, please call me at your convenience 

Phe first 25 of these letters mailed brought in two 
listings which were sold within the first few weeks. 
and the mailings continue to attract listings : 

Another basic method is classified advertising di 
rected to encourage the type of property Bryan wants 
for his prospects. ‘This also helps to register the firm's 
name with the public and creates a favorable impres 
sion that Bryan Real Estate is selling 

Newspapers are carefully scanned for items which 
might lead to a prospective listing a customer in 
terested in property. or someone who has need for the 
services ob a broker 
are a good source 


Legal notices and death notices 
Where an individual has passed 
away. his heirs may want to dispose of property. Di 
vorces the breaking up of a home sometimes 
selling property. Individuals who are 
moving to another city or changing their residence 
may have property for sale. Sometimes the announce 
ment by another broker of a sale may produce a list 
ing. One of the individuals may have additional 
property which he would be selling at some later time 


necessitate 


\nother important listing source is ads placed by 
property owners in the classified columms of the 
newspapers. Often times these owners can be con 
vinced of the advantages of permitting the firm to 
handle the sale of the property 

Individual 
doctor 


acquaintances are helpful. Builders, 


attorneys. and. friends 
have a vast source of information which Bryan uses 


dentists. munisters. 
to get both listings and prospects for properties. Min 
isters are usually aware of the problems confronting 
families. and may know of people who have property 


to dispose of. Doctors and dentists come into contact 
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with a number of people and can supply names of 
people who want to sell or buy property 

Bryan works closely with builders who sometimes 
contract with the broker to sell their completed home 
in an Also the builder comes in with 
many individual interested in) investing 
in real estate and can refer them to the brokers. In 
many speculative transactions Bryan wall find him 
elf selling the property to the investor and later rep 
resenting him in disposing of the property 

Court House records are used to determine owner 


area contact 


who are 


ship. Bryan also notes transfers of deeds. mortgage 
and tax sales. There's always a poosibility that one o1 
more of the parties involved may have other property 
to sell lent 


source 


Moving van companies are also an exce 


Local property owned by someone who lives in a 
distant town ts a possibility 


property that no longer fits the need 


Business and residential 


fan expanding 
business or family are good bet 
Bryan Studie 
When 
commercial there are good prospects for 
when the neighborhood is being encroached by an 
other type of occupancy, Owners sometimes want to 
sell. Not only is it essential to study these trends from 
the viewpoint of gaining listing 
from the viewpoint of determining property values 
A “sold” sign placed on a property with Bryan 
Real Estate printed on it may encourage others who 
have property for sale to contact the firm for real 


neihborhood trend 
residential to 
listings. on 


carefully 


neighborhoods change from 


and prospects. but 


‘state service. Clever window displays are an econom 
ical way of advertising. Not only do specific proper 
ties benefit. but Bryan's firm benefits in community 
Occasionally included im out 


prestige stuffers are 


voing mail self addressed, 
questing information about listing property for sale 

Many times repeat sales are 
ource of listing information. ‘Telephone 
canvassing and house to house canvassing sometimes 
pay off. Old listings are reviewed for propertie that 
were not sold; perhaps they were not properly priced 
and may now a lower selling price 
Maybe the firm failed to put forth proper effort to 
make the sale. on 
for the property 
determine if some of these properties are 
and attempts to relist the property 
price 

Neglected properties are always a possible 
Phe that the wel 
interested in keeping the property. and 
be obtained by convincing him to dispose t before 
it depreciates to a low value. Also. individuals in the 
vicinity where a property has just been sold might 
be stimulated by the sale imto selling the 


tamped po tcards re 
made to former buy 


ers, also a 


he relisted at 


there was no immediate demand 
Frequently Bryan reviews files to 
till unsold 
at a satisfactor. 


Ire 


neglect may indicate 
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[ Am Wour frome 


i / a perfect 
| _ gift for 


home buyers 





a powertul 
sales piece for 





\ home prospects 


W" \ “I Am Your Home” first appeared in the Journal in January, 1950 
it was hailed as one of the finest tributes to home ever written. Since that 
time it has warmed the hearts of millions, serving as a stirring declaration of 
what home really means to our American way of life 

Authored by the Journal's editorial director, Ralph H. Clements, “Il Am You 
Hlome” speaks in glowing prose of the values of home and home ownership 

Phousands of requests from real estate and home building organizations have 
poured into the Journal office for copies of this creed for distribution to home 
buyers and prospects. In answer to these requests, handsome two-color repro 
ductions of “I Am Your Home” have been prepared to make it an unusual 
effective, lasting mailing piece to send to prospective home buyers. And copies 
of the creed have been produced on parchment-like stock suitable for framing 
making it an ideal, thoughtful gift for home buyers. You can have copies of 


I Am Your Home” to send to your clients at the following prices 


MAILING Copies FRAMING CoplIEs 


10 copies S$ 60 10 copies $9 OO a eee 
100 Mes 100 15.00 427 Sixth Avenue, SI 
5 =< Ceda apids owa 
500 11.00 500 60.00 lar Rapids, low 
1.000 9] OO 1.000 100.00 Please send me 


Your Home” for maining 
circle one 
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BUSINI CARDS $2.95 POSTPAID 
\\NYWHERE IN I \. Kaised Letter nm Black 
or Dlae ink $3.9 Kaied Lette nl colo 
Ked & Blue ink on Rewaltone stock $4.95 P.1 
PREE SAMPLES. SCULL’S. Dept. BB. 121 West 
th Ave WILDWOOD NEW JERSEY 


TAX PRACTITIONERS 
SAVE TIME AND WREEING when pre 
paring bederal and State Income Lax Re 
port 

ls SAVER borm 


Sample ent On reque 
I | 


H. AMSTER CO. 22 READI 


Masonite’ 

| Aluminum: Cardboard 
(Velva-Glo or Waterproe 
Any size- Any amoun 


*METAL STAKES 
*PRINTING 
*WINDOW DISPLAYS 


Metal ° 


WRITE US YOUR NEEDS... : 
PROMPT SERVICE ¢ 


SERN WE SIGN THE NATION” 
pm 
Gud CTIVE DISPLAY ‘ADv. 


1702 W. 19th ST., CHICAGO B,ILL. 


— Training vox 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 


Investigate our Home Stud and Residential 
courses in Real bstate. Includes all phases of 
the busine Send for big FREE CATALOG 
today. No obligation Approved for World 
War Il and Korean Veteran 


WEAVER SCHOOL OF REAL ESTATE 
Dept. RI 
Suite 300 Law Bldg. Kansas City, Mo. 


LTORS 
N 


SERVICE 


BAKED - 30 GAUGE - 14” X 20% LOTS .44 EA 
}TOPDAY DELIVERY P O. BOX 1022 


GREENVILLE SC 


} ) 




















Heard from a southern delegate at one of the popular property 


management roundtable breakfasts during the Los Angeles conven 
tion of NAREB: “Throw an idea out there. boy. and it'll get ban 
died around. ‘They'll either tell you it’s good or thew ll knock it in 
the head 


This comment hits the heart of the reason why these sessions are 


so popular and why you see more and more of them at every con 
vention. And it also typifies what we do on the JounRNAL silt 
ideas from the field and toss them back for all to use. Everyone 
likes to know how the other fellow does ii. Send us your idea 

Whether they're on tenant relations. keeping track of prospects, o1 
new house designs that sell particularly well 


Addressing a group of Massachusetts bankers, Armel Nutter, 


NAREB’S new treasurer. outlined the attitude he believes builders 
should have for the coming year. He says it’s like the fellow’: 
daughter who went away to college and joined a sorority. She came 
home for Thanksgiving rather dejected. “What's the matter with 
me. Dad.” she said. “Pve joimed the sorority of my choice but 
every girl there is engaged but me. I don’t want to go back.” Ac 
customed to solving psychological problems. Dad said, “There isn’t 
a thing wrong with you that can't be solved. Go to the refrigeratos 
and read the label on the mayonnaise bottle. then act accordingly 
Daughter went to the refrigerator, took out the mayonnaise 
bottle and looked at the label. It read. “Keep cool, but don’t freeze 


Nutter sees approximately 800,000 units as an optimum level of 


home building next year. He points out the danger of overbuilding 
and warns against use of such artificial stimulants as government 
direct lending, extremely low down payments and unrealistic term 
of payment 


Realtor-Builder B. J. Bergton, Teaneck, New Jersey, is making 


fellow home builders merchandising-conscious with his Home of 
Tomorrow, An amalgam of the desires of many home-seeking peo 
ple. the home is basically a luxury three bedroom, three bath. two 
fireplace home, with ample living and dining room plus kitchen 
but with many other such features as an atomic shelter. remotely 
controlled sliding panels, aquarium, patios. Bergton says it’s an 
attempt to show custom builders what they can and should provide 
for today’s and tomorrow's home buyers 


Did you know you can realize quite a saving by getting together 


with your friends and sending in a group subscription for the 
JounNAL? For example, you can order five one-year subscriptions 
and save a total of $2.00. If you order 15 two-vear subse riptions. 
the total saving jumps to $42.75, Write our circulation department 
for details. All subscriptions under this plan are payable in one 
lump sum but copies are senf to the individuals at the addresses 
you indicate 


Newton C. Farr, prominent Chicago realtor and authority on city 


planning now heads up the Chicago real estate board’s housing and 
rehabilitation committee. In other cities, the first large scale im 
provements in housing conditions are being reported, Baltimore. 
of course. heads up the group. Other cities which are establishing 
excellent records are Atlanta; Cincinnati: Charlotte and Durham. 
North Carolina; Hattiesburg. Mississippi: Pasadena: Trenton: La 
favette, Indiana; and many others 
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STORE LOCATIONS 







@eDENVER, COLO 
Garrett-Bromfield & 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
Fast 42nd St Organization 
Main Street Proper- 842 Hamilton St 
ties Anywhere in Specializing 
the | pee Penn.”’ 


@ALLENTIOWN, PA @NEW ORLEANS, 
The Jarrett LA 
Leo Fellman & Co 


lo 
Security Blde 829 Union St 


@FORT LAUDER @SARASOTA, FLA 


DALE, FLA @ TAMPA, FLA Don B. Newburn, 

Jack Higginbetham R. C. Hilton, In« 144 So. Pineapple 
Realtor 4338S. Dale @ AUGUSTA, GA Ave 

601 E. Las Olas Blvd Mabry Sherman-Hemstreet 


Realty Co 
801 Broad St 


at" aa ALLS @SCHENECTADY, 
) N.Y 


any ae Realty R. C. Blase 


WAA5TLS S 
e@ BALTIMORE, MD —a 
B. Howard Richards 


ne 
Morris Blde 


< 
P.O. Box 2195 


eLOLEDO, OHIO 
The Al BE. Reuben 


Co 
618-20 Madison Ave 


FOR EXPERT 
APPRAISAL SERVICE 


eCOLUMBLUS, OHIO 
William P. Zinn & 
Co 
47 North Third St 


@IULSA, OKLA 
H. Fb. Bradburn 


1921 BF. 13th St 





eCOLUMBUS, OHIO @ NEWARK, NJ 


\ i P P ens 
—_— m P. Zinn & eer 4 Steven e@ KANSAS CITY 
. MO 
North Third St 478 Central Ave 
Moseley & Company @WASHINGTON 
Retail, Wholesale p< 
Industrial Shannon & Luchs 
Suite TITL, Inmsus Co 


ance Exch. Bldg mS HSt NW 


@NEWARK, NJ 
Van Ness Corp 
t k Preise Hi. W. Van Ness 
M.A.1 S.ROA President 
N. Harrison St 24 Commerce St 


@b AST ORANGI 
NJ 


FOR FARMS 
AND RANCHES 


@eNEW YORK, NY 


@rORT SMITH 
ARK Scientific Appraisal 


Ray E. Patterson Corp 
M.A.1 S.R.A Fast 42nd St 
0% Garrison Ave $200,000 values and 
up onl; @ BRADENTON e@ RICHMOND, VA 
PLA (,. B. Lorraime 
Walter 5. Hardin Law Building 
Realty Co Broker's Co-opera 


2h years’ experience tron Invited 
Hardin Bidg Write for 
2 12th St Free Booklet 
Virginia 


@ MINNEAPOLIS 
MINN @eVHILADELPHIA 
Norman L. Newhall PA 
M.A.I Richard J. Seltzer 
19 Marquette Ave M.A.I 


1422 Chestnut St 


@NASHVILLI 
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rEN eST. LOUIS, MO Rates for Advertising 
Biscoe Griffith Co Cotte Dickm:z — 
_ Since 1914 Mt H I puationne In the “Consult These Specialists’ 
14 Union St 186! Railway Ex Z 
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FOR LAND PLANNING 


eWILMETIE, IL! 
Myron Hl. West 
416 Greenleaf Ave 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBUS OHIO 
William P. Zinn & 


eDENVER, COLO 


Garrett-Bromfield 
& Co 


Co 
North Third St Security Bldg 


@LOPEKA, KAN 


(.reenwood Agency 
108) Fast Seventh St 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENIOWN, PA 
The Jarrett MO 
Organization 
$42 Hamilton St Retail, Wholesale, 


@KANSAS CIHLY 
Moseley & Company 
se Industrial 


astern Penn uite LITL, insur 
ance Exch. Bidg 


eCOLUMBLS, OHO e@e\MEMPHIS, TENN 


William P. Zinn & E. ©. Bailey & 
Co Co., Ine 
37 North Third St 12h Monroe Avenue 
e kD MONTON est. LOUIS, MO 
CANADA Otto J. Dickmann, 
Campbell & M.A.| 


itOl Railway 
Exchange Didg 


Haliburton Led 
10029 Jasper Ave 


ek NGLEWOOD us i TADY, 


COLO 
R. ©. Blase 
Wilson & Wilson AYO 511 State St 


N68 S. broadway 





e@LORONTO, 


eINGLEWOO!LD (ANADA 
CALI Shortill & Hodgkins 
Emersgn W. Dawson Limited 
P.O. Box 555 781 Yonge St 
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e@FOLEDO, OHIO 

Howard W. Etchen 
M.A.I 
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@eWICHIIA FALLS 
TEX 


Ray Keith Realty 
ta 
P.O. Box 219 





United States Steel 
HOMES 


E-8-8 specialists " Eight-poim 


path to profits” 


will assist you 
with erection and sales 


@ Every Gunnison Dealer can call on a staff of United 
States Steel Homes’ specialists to assist him with erection 
of Gunnison Homes . . . to give competent advice on pro 
motion and sales. 

And, most important, these staff men have their head- 
quarters close to your job so they can help you in a aurry. 
Seven district offices are manned by specialists in the fields 
of home erection and home sales. Offices are located in Advisory financial service 
Atlanta, Ga.; Chicago, IIl.; Columbus, Ohio; Dallas, Tex.; ee a ee 
Louisville, Ky.; Newark, N.J.; and Omaha, Neb. cabelibatiiines = 

his service is only one of the steps United State: Steel 
Homes, Inc., takes to assist Gunnison Dealers. If you 
would like to join this successful enterprise and follow the 
United States Steel Homes’ “eight-point path to profits” 
write to United States Steel Homes, Inc., Dept. NR-123, 
on your business letterhead. 


United States Steel Homes, Inc.s 


Formerly Gunnison Homes, Inc. 
GENERAL OFFICES: NEW ALBANY. INDIANA 


Plants at New Albany, Indiana, and Harrisburg, Pennsylvania 


Gunnison trade-mark of ted States 


Lower over-all construction costs 


Helpful interim financing 


Competent technical and sales 
assistance 


National name recognition 


Home planning service 
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